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Great American Group’s NEW HOME OFFICE 
99 John Street, New York City 





We are pleased to announce that our operations have been transferred from 
the historic site at 1 Liberty Street to our modern, efficiently designed home 
office at 99 John Street. 


Here, in our spacious new home, equipped with the latest facilities, we’re 


geared for action. . . ready to serve producers and policyholders better than 
ever before. 


NOTE: Our mailing address is now Box 99, Peck Slip Station, New York 38, N. Y. 
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Attention: 


All Royal-Globe Agents 


Are You Aware of 


the Royal-Globe 
Agents’ School? 


The education that the Royal-Globe gives 
to its “Multiple-Line Fieldman” trainees 
has long been the high standard of the 
insurance industry. 


Less well-known is the fact that twice a 
year the same training facilities and the 
same faculty are available to Royal-Globe 
agents tuition-free. 


ROYAL-GLOBE AGENTS’ SCHOOL 
has several advantages: 


1. Complete MULTIPLE-LINE curriculum. 

Seven weeks of concentrated training organized with 
the “know-how” acquired by years of developing 
special agents. 

2. CASE STUDY method of instruction. 

Learn to analyze the overall risk, the way you must 
actually do it in practice. 

3. Emphasis is on BASIC INSURANCE EDUCATION, rather 
than sales techniques. 

R-G believes that knowledge of product is the best 
producer of sales. 


If you are interested in improving your knowledge 
of your product, or if you have a young trainee in 
your office whom you would like to have trained for 
you, write to our Education Dept. for our course bro- 
chure or ask your R-G Multiple-Line Fieldman for 
information. He can tell you a lot about this course 
because he is a graduate of a similar one. 
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Protect Your Policyholders 
Sell Reliable A & S 
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Insurance 


1 Hospitalization 
2 Medical 
3 Major Medical 
4 Surgical 


5 Income Protection 


Agency Contacts Solicited in Ohio, Indiana, Kentucky, Maryland, 
Michigan, Pennsylvania, West Virginia, and Virginia 
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Dooley Tells Lawyers How to Win Large 


Awards; Dempsey Explores Reasons for 
Them and Says They May Get Even Larger 


How to win a big verdict in a per- 
sonal injury case and what has caused 
such verdicts to grow so big were dis- 
cussed before the insurance section of 
American Bar Assn. by two success- 
ful attorneys. James A. Dooley of Chi- 
cago, whose recent win of a $750,000 
verdict startled insurance executives, 
dealt with the first topic at the part 
of the meeting held in New York, and 
James Dempsey of White Plains, N. Y., 
successful plaintiff and defense at- 
torney, explored the second aboard the 
Queen Elizabeth enroute to London. 

The term “adequate award” is mis- 
leading, Mr. Dooley said. It is not the 
criterion of the character of a verdict. 
The finding of a jury is either just or 
unjust. 

The purpose of all law, he added, is 
to provide a remedy for a particular 
wrong, and a just verdict is one 
which represents full reparation for 
the wrong done. Full _ reparation 
means recognition of and due consid- 
eration to the elements of damage, 
which are mandatory matters. Neither 
the court nor the jury, if they discharge 
their obligation, can overlook any phase 
of damages recognized by law as appli- 
cable to the case. 


However, Mr. Dooley admitted that 
the determination of a just verdict is 
not easy. The same injury never has 
the same meaning to different per- 
sons. How does this injury affect the 
injured person’s general physical and 
mental condition, his ability to earn a 
livelihood, or perhaps even to collect 
some excess of this world’s goods? 
Does it infringe upon his right to en- 
joy what persons of his age and sta- 
tion in life are entitled to? The loss 
of an index finger means more to a 
concert pianist than to a day laborer. 
A certain injury may incapacitate the 
manual laborer and not affect the 
earnings of a secondary worker. There 


Void Withdrawal of 
Ky. Rate-Tax Order 


Last week, Commissioner Thurman 
of Kentucky withdrew his order under 
which all municipal license taxes were 
to have been shown separately from 
the insurance rates, but in a letter this 
week Kentucky Inspection Bureau has 
instructed all agents and companies 
writing fire, marine, casualty and sur- 
ety within the state to continue to show 
the taxes separately instead of loading 
them into the insurance premium. 
(This in effect countermands Commis- 
sioner Thurman’s instructions.) 

Originally Mr. Thurman issued the 
order to become effective Sept. 1. Sub- 
sequently, however, Louisville Board 
cf Insurance Agents sued in Franklin 
county circuit court to have the order 
lifted and as a result, the commissioner 
withdrew the order. 

In his letter to companies and agents, 
George H. Parker, manager of Ken- 
tucky Inspection Bureau said: “Short- 
ly after issuance of the commissioner’s 





crder the Kentucky Inspection Bureau 


(CONTINUED ON PAGE 24) 


is also the injured person’s adapta- 
bility to his condition. A very few, 
with severe injuries, can’t change 
their mode of life so that their in- 
come is not decreased. 

Also, it is well recognized that dif- 
ferent persons react differently to 
pain. Mental suffering accompanying 
a physical injury varies more than 
the physical injury—probably because 
it is even less tangible. Men may de- 
teriorate mentally because of the ef- 
fect of a physical injury. Whatever it 
is called, neurosis or hysteria, it can 
destroy a man’s life even more com- 
pletely than the physical injury. 

The economic circumstances of the 
community in which the verdict is re- 
turned bears on the verdict. Verdicts 
are not measured in terms of dollars, 
he declared. A just verdict is a quan- 
tum of money necessary to provide 
reparations for the various damages 
sustained. He noted that courts re- 
peatedly have stated that since the 
dollar is now worth far less than in 
other years, the quantum is expected 
to be greater. 

Mr. Dooley then outlined what he 
does with a plaintiff’s case before a 
jury. Summation today, he said, is 
much different from the prolonged 
histrionics of half a century ago. To- 
day the effective advocate discerns 
the key facts and interprets them in 
the light of the law of damages. The 
optimum is to leave the jury with a 
compulsion to apply the law of dam- 
ages to the evidence before it. 

The jury wants reasons, he ob- 
served, and the advocate must pro- 
vide them. The objective is to make 
the juror’s mind the advocate’s. It is 
impossible to say how this is accom- 
plished, he said, but consistently suc- 
cessful trial counsel achieve the cap- 
ture of the cerebration of the jury. 


He suggested a summation of five 
(CONTINUED ON PAGE 16) 








Meritplan Denies 
State Farm Charges; 
Set Aug. 26 Trial 


Meritplan of California, the affiliate 
of Pacific Employers, has filed a gen- 
eral denial in superior court in San 
Francisco of charges preferred by State 
Farm Mutual Auto alleging that 13 
former State Farm agents delivered 
records of policyholders to Meritplan in 
violation of their agency agreements 
with State Farm, that Meritplan has 
used and is using these records: to 
solicit State Farm policyholders, and 
asking that Meritplan be enjoined “‘for- 
ever” from soliciting State Farm pol- 
icyholders. Trial of the case has been 
set for Aug. 26. 

Earlier, the court had dissolved a 
temporary restraining order against the 
13 agents involved and had denied 
State Farm’s petition for an injunction 
against Meritplan. State Farm is also 
asking in its case that the former 
agents be prevented for one year from 
interfering with the company’s busi- 
ness, soliciting its policyholders or us- 
tng its records, and contends that the 
agents are violating the terms of their 
agreements, one provision of which is 
that they write business exclusively 
for State Farm. 


Fire Losses Still at 
Billion a Year Pace 


Fire losses in the U. S. in July to- 
taled $77,814,000, an increase of 13.2% 
over a year ago, according to Nation- 
al Board. 

Losses for the first seven months of 
1957 totaled $627,969,000, up 7.1% 
from the like period of 1956. Thus fire 
losses are maintaining their rate of 
more than $1 billion a year, which 
will, if continued, make 1957 the first 
year in which losses will reach the $1 
billion level. 





New York Underwriters has been 
elected a member of Surety Assn. of 
America. This brings membership to 
81. 


Auto Insurance 
Market Study Is 


Qutsianding Work 


Shows to What Extent Buyers 
Are Motivated by Price, 
Service, Claims, Ads, Etc. 


The study of the automobile insur- 
ance market among consumers and 
producers prepared for National Bu- 
reau of Casualty Underwriters is the 
most impressive single piece of re- 
search into the reasons that impel 
consumers to buy that the insurance 
business has done. The salient points 
of that study are presented below. 
However, National Bureau has not 
publicized the study and has not re- 
leased it to the press. 

The study deals with factors af- 
fecting the position of the various 
company types. These factors are serv- 
ice, compnny reputation, direct sales 
force, formal advertising, word of 
mouth advertising, payment plans and 
policy format. 

. . . 

The study of agent-broker opera- 
tions covered the general attitudes of 
the agent-broker, experience and fa- 
cilities of agencies, importance of au- 
tomobile insurance to the agenc‘es, 
number of companies represented by 
the agencies, extent to which agen- 
cies represent mutual or low-rate 
companies, and proportion of agency 
business given mutual or low-rate 
companies. 

Also, the contractual relationship of 
agencies with insurers, the agents’ 
selling themes, agency service vs di- 
rect writers, the kinds of clientele 
and the income groups served by 
agents, the agents’ methods of secur- 
ing business. 

Also the new and renewal policy- 
writing activity of agents, agency ac- 
tivity in claim handling, the opinion 
of agents as to the relative value of 
manual rates along with agents’ ser- 








Late News Bulletins... 


vice vs low rate companies, and the 
agents’ attitudes toward the bureau 
and its member companies. 

In the conclusions—reached from a 








Donovan to Defend Russian Spy 


James B. Donovan of the New York law firm of Watters & Donovan, and 
general counsel of National Bureau of Casualty Underwriters, has been ap- 
pointed to defend Col. Rudolf Ivanovich Abel, who has been indicted on 


charges of spying for the Soviet. Abel 
lived in Brooklyn and posed as an 
artist but among his effects authorities 
found much of the paraphernalia of 
espionage. When Abel was unable to 
get a lawyer to defend himself, the 
Brooklyn federal court set about ap- 
pointing an attorney to do so. Mr. 
Denovan was recuinmended by Brook- 
lyn Bar Assn. 

Mr. Donovan served as _ assistant 
prosecution in the trial of axis war 
criminals in Nuremberg, Germany in 
1946. In 1945 Mr. Donovan accom- 
panied Supreme Court Justice Robert 
H. Jackson to London to assist in 
negotiating the treaty with Great 
Britain, France and Russia for the 
prosecution of chief axis war criminals. 


study of the details of the survey—are 
discussed possible modifications in 
types of policies being issued today on 
automobile insurance and agent atti- 
tude toward continuous policies and 
shopping around with repect to bo 
(CONTINUED ON PAGE 2) 





Results of First Six Months for Leading Companies 



















Gross 

Surplus 

June 30 

$ 

Bituminous Casualty ................0 10,536,339 
Continental Casualty .... 157,435,746 
Employers Liability ........ 37,143,241 
Federal of New York .. 89,046,166 
General Accident F.&L 56,891,476 
General Exchange . 58,834,388 
General Cas. of Sea 15,903,337 
General of Seattle .. 64,139,954 
Loyalty Group .... 86,711,040 
CUES eke. 15,794,329 
National Union Ind. ....... 26,684,721 
New Amsterdam Cas. ...... 27,901,966 
New York Underwriters .. 12,287,499 
SE Se ees 24,285,950 
Providence Wash. ...............:ssssesse 11,467,063 
Service Fire 36,201,513 
Springfield F.&M. ...... 53,321,647 
Standard Accident .... 31,167,170 
Zurich 34,377,585 





Prems. Prems. Net 

Incr. or Written Written Income 
Decr. from Six Months Six Months First Half 

Dec. 31 of 1957 of 1956 of 1957 

$ $ $ $ 

415,664 11,738,737 11,776,067 581,852 
4,130,476 111,524,334 100,966,877 3,807,529 
— 2,349,115 40,390,616 36,806,706 719,319 
845,878 30,531,064 25,480,292 1,692,773 
243.580 35,145,913 35,690,335 64,211 
2,239,690 59,499,167 64,043,111 1,774,794 
— 427,395 18,954,743 18,885,087 — 225,741 
— 272,375 29,553,758 27,553,166 2,552,722 
—8,277,241 84,559,994 80,139.396 —3,112,223 
884,644 16,241,427 17,622,225 1,092,185 
— 2,099,745 17,578,681 15,406,986 296,900 
—2,809.734 34,300,292 30,941,519 —2,021,435 
95,956 3,323.619 2,961,670 222,555 
— 509,164 15,182,657 13,698,121 — 57,803 
— 1,140,450 11,397,610 10,698,615 — 512,148 
— 637,713 15,724,304 18,372,345 2,952,403 
—1,380,150 23,997,937 22,105,742 —2,079,844 
— 2,540,720 33,087,615 30,058,664 —1,882,537 
—2,725,795 37,232,269 32,981,820 —-2,428,415 
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Auto Insurance Market Study Is Outstanding Work 


(CONTINUED FROM PAGE 1) 





toward combining auto with home- 
owners. 

At the end there is a realistic 
sessment of the situation confronted 
by some of the member insurers of 
the bureau and suggestions as to pos- 
sible steps that might be taken to 
improve the position of bureau mem- 
bers. 

The purposes of the study were (1) 
to analyze and appraise the stock 
company position in the auto insur- 
ance market over recent years and 
the circumstances contributing to the 
present competitive situation; (2) to 
learn the classes, characteristics, at- 
titudes and motivating buying factors 
among present and potential pur- 
chasers of auto insurance—it was in 
this connection that the marketing 
practices of a representative group of 
agent-brokers were analyzed to ob- 
tain their attitudes on the significant 
factors affecting their sales of auto- 
mobile insurance; and (3) to evaluate 
the findings of the study in terms of 
their implications on the position of 
bureau members and their opportun- 
ity in the foreseeable future in the 
auto insurance market. The bureau 
was interested in finding out all it 
could on the question of why its mem- 
bers have had a decreasing share of 
auto business, about 26%. 


as- 


One important finding was _ that 
84% of automobiles are insured for 
liability (considerably higher than 


many estimates, particularly by pro- 
ponents of compulsory—ed. note), 57% 
insured for collision, and 70% in- 
sured for comprehensive. In round 
numbers there were 42 million cars 
owned by families and individuals and 
six million commercially owned pas- 


senger cars including taxis as of mid- 
1956. This 48 million total, it is esti- 
mated, was 49 million by 1956 year 
end. The mrket for insurance is about 
10% below gross registrations (of 
which there were 54 million in 1956) 
because of cars scrapped, cars on 
dealer lots and cars registered in more 
than one state. 

Price considerations reportedly are 
the major factor behind the growth 
of the low-rate companies, This is not 
unexpected. The consistency and free- 
dom with which car owners reported 
their interest in getting insurance at 
lower prices, however, is somewhat 
surprising, particularly since in most 
surveys consumers are frequently un- 
willing to state that they are moti- 
vated more by price than by, let us 
say, quality. (Lower price for auto in- 
surance apparently does not neces- 
sarily connote lower quality.) Even 
among families earning $6,000 or more 
per year, and in most communities 
this means the upper income brackets, 
interest in price is considerable. There 
is evidence from the survey among 
consumers that upper income car 
owners do the most research and 
shopping around with respect to both 
type of insurance and company. Ap- 
parently this research has led to in- 
creased emphasis on price even 
among the group that can afford to 
pay more if convinced that more was 
being obtained. 

Price is cited as a major reason be- 
hind choice of a direct writer; the 
other primary reason for choosing a 
direct writer is recommendation. It 
can safely be assumed that in making 
the recommendation, the friends and 

(CONTINUED ON PAGE 4) 


BenJack Cage Comes 
Back to Face Music 
In Two Texas Probes 


DALLAS—BenJack Cage, former 
president of the defunct ICT Ins. Co. 
of Dallas, returned early last week 
from Mexico City and Rio de Janeiro, 
Brazil, to face two indictments alleg- 
ing embezzlement of $600,000. He left 
after posting bond for $10,000. 

Mr. Cage also faces a total of $268,- 
045 in Federal tax liens and subpoenas 
to appear before various investigating 
groups, the latest having been issued 
Aug. 17 by a legislative committee in 
Austin. 

Mr. Cage was accompanied on the 
flight from Mexico City by his attor- 
ney, M. R. Irion, and was arrested by 
Dallas county officers when his plane 
landed in San Antonio. Mr. Irion de- 
clared that Mr. Cage said “he would 
gladly appear before any investigative 
body.” 

The Dallas grand jury’ which 
brought the embezzlement indictments 
is scheduled to hear Mr. Cage Sept. 3. 
He has also been requested to appear 
before the Travis county (Austin) 
grand jury. 


Department Bills in 
Ala. Meet Opposition 


Three insurance bills backed by the 
administration of Gov. Folsom have 
run into opposition in Alabama, 

One would enable the insurance su- 
perintendent to hire a special attor- 
ney to represent the department in 
place of the assistant attorney general 





financial status. 











give yourself 
an At 


Every time you recommend Lumber Mutual to a client 
or a prospect, you’re giving yourself an A+ for rec- 
ommending security . . . because Lumber Mutual has 
been rated by Best’s Insurance Reports as A+ on the 
basis of experience, careful administration and excellent 


“Fel Bunyan On. 


@ FIRE © INLAND MARINE 


@ HOMEOWNERS’ and COMPREHENSIVE 
DWELLING POLICIES 


@ PERSONAL LIABILITY ¢ BURGLARY 
@ Combination AUTOMOBILE POLICIES 


For turiker information contact: 
KEITH W. SKILLIN, Agency Supervisor 
at address below 


A Multiple Line Company 


632 BEACON 
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More States Give ¥ 
Nod to Term Change 


Additional states have approved the 
revision of the term multiple to 85% 
of the annual premium for second and 
successive year premiums. These are 
Arizona effective Aug. 5, Colorado 
Aug. 21, Illinois and Cook county 
Aug. 19, Michigan Aug. 12, Minnesota 
Aug. 16, North Dakota Aug. 16, Okla- 
homa Aug. 19, South Dakota Aug. 16 
and Utah Aug. 9. This brings to 31 the 
number of states that have approved 
the change. 

In Florida, as a result of a question 
of jurisdiction over casualty coverages 
raised by Florida Assn. of Insurance 
Agents, approval of the filing by Flor- 
ida Insurance Rating Bureau was 
withdrawn with respect to homeown- 
ers and the comprehensive dwelling 
policy since National Bureau of Casual- 
ty Underwriters had not filed for the 
change on the casualty portion of 
those policies. The association raised 
the question and opposes the increase 
in term rates as a result of the term 
multiple change on the two dwelling 
packages because of experience in 
Florida where more than 100 compa- 
nies are deviating. 





who is exclusively assigned to han- 
dle insurance matters. 

Another would give the superin- 
tendent exclusive right to file receiv- 
ership petitions involving domestic in- 
surers and would require judges in 
ordering receivership to appoint the 
superintendent receiver in all cases. 

The third would abolish the office 
of state securities commissioner, 
which presently has authority to ap- 
prove or disapprove stock issuance by 
domestic insurers, and create a new 
securities commission composed of 
three members, one of which would 
be the insurance superintendent. 

Attorney General Rinehart and some 
legislators objected to the first bill. Mr. 
Rinehart said there is no backlog in re- 
quests for opinions by the insurance de- 
partment and that superintendent Horn 
has made no complaints that anything 
has been handled unsatisfactorily. In 
fact, he has not consulted the attorney 
general’s office at all in reference to 
the bill. Mr. Rinehart opposes author- 
izing Mr. Horn to hire an outside at- 
torney because he wants the legal rep- 
resentative of the department to be re- 
sponsible to the state and not solely to 
the man who hired him. 


“T say that there is more to this than 
meets the eye—there is very definitely 
something behind it,’’ Mr. Rinehart de- 
clared. 

The receivership bill was sponsored 
by Sen. Richmond M. Flowers, a local 
agent of Dothan, a general agent of 
Birmingham, and president of Ala- 
bama General. Alabama General re- 
cently was sued by the receiver of 
Consolidated American Industries for 
more than $800,000 in connection with 
stock in the now defunct Atlas Ins. Co. 

In the debate on the receivership 
bill, it was brought out that since the 
superintendent would have exclusive 
power to put domestic insurers in re- 
ceivership, it would also give him 
the right, if he saw fit, to refuse to 
put companies in receivership. 

There is a joint house-senate resolu- 
tion calling for an interim commit- 
tee to make a thorough study of the 
state insurance laws, and Sen. Flow- 
ers has stated that “such a study 1s 
absolutely necessary because of the 
looseness of Alabama’s_imsurance 
laws.” 
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Auto Insurance Market Study Is Outstanding Work 
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latins: stressed the 


tage. 


price 


tual figures imply, 


advan- 
Thus the proportion swayed by 
price is probably greater than the ac- 


particular company 


subject is raised, 


tions with his agent-broker as to the 
with which his 
insurance is being written. Once this 
it will be seen that 


Price is also given as the major many agent-brokers take the path of 
reason behind past and future shifts least resistance and write with a low- 
in companies. The direction of the rate company or a mutual. 
shifts, particularly those projected for Interestingly, in the light of the 
the future, tend to favor the low-rate emphasis on price noted throughout 
company. the survey among consumers, about 

Price is also the major topic of dis- 43% of insured reported that, to their 
cussion when a car owner raises ques- knowledge, all companies charged 


As advertised 
in NEWSWEEK 


Your clients 
will appreciate 
the value to 
them of 
Hartford Steam 
Boiler’s 

highly 
competent 
inspection 
service. 

: It makes 
for 

satisfied 


clients. 





INSURED TO 


KEEP 





When power “dies,” plant production often 
dies with it. There’s wisdom in insuring 
against the large losses in property and 
earning capacity which could result from an 
accident to boilers and machinery. Hartford 
Steam Boiler offers help to the policyholder 
— in designing coverage Before the policy 
is issued, in skillful inspections During the 
life of the policy, and with expert assistance 
After an accident, should one occur. Check 
these e:tra values in this service BDA: 


BEFORE Extra Value in specialized under- 
writing by the office and field 
staff, ready to hel byour agent select 
coverages tailored to ft your needs. 








DURING Extra Value in accident prevention 
counsel by the HSB Field Inspector located 


near you. He is 0: ompany special- 
ists, skilled in det ns of weakness 
in boilers and m and is backed by 


the Company’s 91 years’ experience in this 
one field. 








AFTER Extra Value in prompt assistance 
should an accident occur. HSB Field In- 
spectors and Adjus familiar with your 
power equipment der capable, on- 
the-spot service to settle claims promptly — 
speed rehabilitation. 





Your Agent or Broker can tell you 
more about these Extra Values. 
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middle 






HARTFORD STEAM 
INSPECTION 
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about the same rates. Insured in com- 
panies using manual rates appeared to 
be less informed on rate differences 
than insured with other companies. 
Further evidence that insured with 
member companies are not knowingly 
paying more is the finding that seven 
out of 10 of this group think they are 
paying the lowest rates possible. It 
may be assumed that as the adver- 
tising and the considerable word of 
mouth that seems to be operating in 
favor of the low-rate companies pen- 
etrates further, car owners now in- 
sured with member companies will 
begin to question why they are paying 
greater rates. It should be borne in 
mind that if these newly informed in- 
sured start to question their agent- 
broker about rates, he may very well 
switch them to another company type, 
Or, they may bypass their agent and 
go directly to a low-rate company. 

On the other hand, some insured 
who think they are paying higher 
rates are content to do so—either be- 
cause they feel they are getting bet- 
ter service with their current arrange- 
ment or because the agent-broker 
with whom they are dealing is a 
friend or relative. This group, how- 
ever, amounts to only about 12% of 
all insured. 

Price is a specific appeal that has 
made inroads across the entire array of 
population segments. Only manual rate 
companies cannot use this appeal. 
Low rates can use the price appeal 
most effectively. The conclusion is in- 
evitable that unless member company 
rates can become more competitive or 
unless greater proportions of insured 
can be convinced they are paying 
more for specific reasons, member 
companies will continue to lose posi- 
tion—provided, of course, that the low 
rates continue to merchandise their 
price advantage in the aggressive 
manner they have followed to date. 

The survey indicates that the key to 
penetration of the price appeal lies in 
the service attitudes of car owners. 
First, the vast majority of car owners 
who are aware that price differences 
exist among companies do not attri- 
bute these differences to diminution 
of service. Rather, they explain a giv- 
en company’s ability to charge less in 
terms of volume, efficiency or other 
such operating policies. 

Second, the vast majority of insured 
believe that service varies from com- 
pany to company—a greater propor- 
tion than believe that rates vary. But, 
with which they are currently in- 
regardless of the type of company 
sured, more than nine of 10 who think 
service varies believe their company of- 
fers the best service possible. In other 
words, insured with the low-rate com- 
pany appears to feel that he has got- 
ten a real bargain rather than that he 
has made a satisfactory compromise. 

Further, service is cited as a rela- 
tively important factor in the selec- 
tion of a direct writer. But, service 
considerations are minor in selecting 
a particular agent-broker. Here, fac- 
tors not specifically related to auto- 
mobile insurance per se appear to be 
paramount, namely kinship or friend- 
ship with the agent-broker, recom- 
mendations of the agent-broker, or 
familiarity with the agent-broker 
through other business dealings. 

Whereas price differences are a 
readily understandable factor that ac- 
tually can be computed, the concept 
of service is less easily definable by 
the car owner. When specifically 
questioned on the precise connotation 
of service, it was apparent that ser- 
vice to insured meant essentially 
speed in settling claims. It is difficult 
to assess whether or not the consumer 


— 


credits the agent-broker to any de- 
gree as a factor in insuring speedy 
settlement of claims or whether this 
quality is related directly to the com- 
pany. Certainly the fact that those 
insured with direct writers, who also 
said service to them meant essentially 
speed in settling claims, appeared to 
be just as satisfied in this regard as 
those insured through agent-brokers,. 
And the fact that the consumer talked 
about his personal relationship with 
the agent-broker as a reason for 
choosing him—without, to any appre- 
ciable extent, mentioning that the 
man would help in speeding up set- 
tlements—would imply either that 
this service is assumed on the part of 
a friend or relative or that the service 
aspect is considered to be controlled 
by the company rather than by the 
agent-broker. 


Apparently no _ specific company- 
type draws any particular strength 
from service considerations except the 
low-rate companies if they are con- 
sidered to offer the same service at 
lower rates. 

There were some indications, how- 
ever, that member companies are per- 
forming most satisfactorily with re- 
spect to claims handling, This is a po- 
tential strength of the manual rate 
group that probably could be more 
effectively exploited. 

A substantial proportion of those 
who reported they had already shifted 
from low-rate companies said they 
had done so because they were dis- 
satisfied with the way a claim was 
settled. In the case of member com- 
panies, a considerably smaller per- 
centage of those who shifted cited 
unsatisfactory claims settlement, most 
saying that price considerations were 
involved. 

In discussing service as a factor be- 
hind past shifts from low-rate com- 
panies, it should be pointed out that 
those who intend to shift from low 
rates in the future do not give poor 
claims settlement as a principal rea- 
son. A goodly proportion of this group 
intend to shift from one low-rate 
ecmpany to an even lower-rate opera- 
tion. This is, of course, consistent with 
the car owners’ statements that their 
present company—whatever it is—of- 
fers as good service as possible. How- 
ever, this evidence of current satis- 
faction does not necessarily vitiate 
the finding that some insured with 
low-rates—who have claim dealings 
with their companies—have found the 
service unsatisfactory and _ further, 
that the proportion of dissatisfied ex- 
customers is somewhat greater for 
the low-rate companies than for 
member companies. 

In specifically reporting on their 
claims’ handling experience, relative- 
ly fewer insured reported dissatisfac- 
tion with the way in which a claim 
was handled by a manual rate com- 
pany than was true in the case of any 
other company type. For example, 
whereas 1.5% were dissatisfied with 
the way a comprehensive claim was 
handled by a manual] rate company— 
6% were dissatisfied with the way a 
comprehensive claim was handled by 
a low-rate company. Also, whereas 
10.5% were dissatisfied with the way 
a collision claim was handled by a 
manual rate company—19.5% were 
dissatisfied with the way a collision 
claim was handled by a low-rate com- 
pany. 

However, the two types of compa- 
nies were practically even with re- 
spect to third party liability claims, 
which is probably the most important 
area of protection for the car owner. 

(CONTINUED ON PAGE 21) 
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N.Y. Legislators to 
Probe Credit Covers 


on Auto Time Sales 

The New York state joint legisla- 
tive committee on commerce and eco- 
nomic development will conduct a 
series of hearings on consumer credit 
legislation, including insurance as- 

ts of automobile financing and 
packaging of insurance and other 
penefits in auto installment sales 
contracts. 

The hearings will begin at 10 a.m. 
Sept. 18 in the Madison room of the 
Biltmore hotel at New York. In addi- 
tion to a review of the motor vehicle 
retail installment sales act, the com- 
mittee will consider the installment 
sales act, wage assignments, bait ad- 
yertising and laws governing personal 


NAIA Appoints Thomas 
Promotion Assistant 


Carlton Thomas has been appointed 
assistant director of promotion of Na- 
tional Assn. of Insurance Agents at 
New York City. Formerly managing 
editor of the Stars-News newspapers 
of Wilmington, N. C., he _ succeeds 
Clifford Reckling, who recently re- 
signed to become vice-president of J. 
J. Coppo advertising agency of Bald- 
win, N. Y. He also will serve as as- 
sistant editor and advertising man- 
ager of the American Agency Bul- 
letin, official publication of NAIA. 








North River Brokerage Corp. has 
opened at 225 Broadway, New York 
City, to provide service to general 
brokers. Allan Harrop, president, has 
21 years of experience in insurance, 
beginning in Newark in 1933 with 
Thoms & Co. agency. Later he was a 
broker in New York City, was as- 
sistant secretary of Associated Recip- 
rocal Exchanges and later division 
manager of sales and service at New 
York for that reciprocal. Recently he 
was vice-president of Fippinger, Man- 
field, Hillyer & Bell, New York. He is 
aCPCU. 
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property as security for loans and 
credit. The insurance aspects are ex- 
pected to occupy a prominent posi- 
tion on the agenda. 

Persons wishing to be heard at the 
New York City hearings should notify 
the committee’s office in Albany or 
Michael F. Horgan, committee coun- 
sel, who maintains law offices at 
New York. Plans for additional hear- 
ings will be made public later. Sen. 
Van Wiggeren of Herkimer is commit- 
tee chairman. 


Organize Company 
to Purchase Lite, 
Other Insurers 


Victor Muscat has been elected 
president of Reinsurance Investment 
Co. of Birmingham, Ala. He is chair- 
man of Aluminum & Chemicals Corp. 
of Greenwich, Conn. 

Reinsurance Investment Co. was 
organized recently. Capitalized in ex- 
cess of $1 million, it proposes to pur- 


chase controlling interests in insurers, 
primarily life, for purposes of devel- 
opment and expansion. 

Robert L. Huffines, chairman of 
Frank G. Binswanger, Inc., of Phila- 
delphia, is chairman of the new hold- 
ing company, and Maj. Gen. Walter J- 
Hanna, chairman and president of 
Hanna Steel Corp. of Birmingham, is 
chairman of the executive committee. 
Mr. Muscat indicated the company 
also would be interested in fire and 
casualty companies. 
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Proved in use by American Surety agents 
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Let American Surety Homeowner policies increase 
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Right now—with homebuying activity 
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Surety gives you tested techniques for 
selling Homeowner coverage. They're 
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PROFITS,” American Surety’s monthly 
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Insurer Defense Is 
Declaratory Issue 


An insurer’s obligation to defend 
was a proper subject to be determined 
under the New Jersey declaratory judg- 
ment act, the appellate division of the 
New Jersey superior court held in Con- 
denser Service & Engineering Co. vs 
American Mutual Liability. 9 CCH 
(fire & casualty) .176. 

A comprehensive general liability 
policy was involved. The trial court 
dismissed the action for failure of in- 
sured to state a claim on which relief 
could be granted, on the grounds of 
“due cause.” 

Condenser Service contracted with 
the U. S. to erect boilers at the Vet- 
erans Administration hospital at Liv- 
ermore, Cal. Subsequently the boilers 
exploded and were substantially de- 
stroyed. The U. S. asked damages from 
the heating contractor, and the latter 
notified the insurer. American Mutual 
Liability disclaimed liability on the 
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from 
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Banks, newspapers, dairies, laundries, dry clean- 
ers and other firms can ill afford to turn away : 
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et explosion and therefore the damage 
Extra expense insurance may be the answer to was excluded under the policy. The 
complete protection. In the event of loss, it pays damage occurred Oct. 6, 1951. On Aug. 
the difference between normal operating costs Pena 7 -areaggene gies gt 
and the considerably higher charges usually in- ceniiie senna. aaunel ee 
curred in emergency operations. Rental of tem- Mutual Liability, which again denied 
porary quarters and equipment, extra utilities, 


=) an 4 ' coverage. 
additional advertising, increased or overtime la- The contractor then sued the in- 
bor are just some of the major items that could surer. 


be involved. 


Extra expense insurance may be a necessity for 
some of your clients. Use it also as a “door 
opener” to reach new clients. Ask your L & L 
field man to help you capitalize on this excellent 
premium builder. 


The insurer contended that an em- 
ploye of the heating contractor, using 
a blow torch, caused the explosion. It 
also denied the contention of the con- 
tractor, that the boilers had been 
turned over to the U. S. at this point. 
The boilers were still going through 
a testing process, it argued. 

Insured asked for a determination 
of its rights under the policy. The ap- 
peals court noted that “no more fertile 
ground exists for the use of the de- 
claratory judgment procedure than in 
the field of insurance and the cases in 
which it has been employed through- 
out the country are legion. Many ex- 
amples may be found of the successful 
prosecution of such actions seeking a 
declaration of the existence or non- 
existence of coverage or with respect 
to the obligation of the carrier to de- 
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fend a pending or a relatively certain 
or imminent damage action against 
the assured. The criterion for apprais- 
ing the availability of the release js 
simple: Do the facts alleged, under a] 
circumstances, show that there is a 
substantial controversy between par. 
ties who have adverse legal interests 
of sufficient immediacy and reality to 
warrant the issuance of a declaratory 
judgment?” 

The court also commented that “de. 
fensive action is frequently an expen. 
sive and burdensome matter. The pre- 
mium paid by an assured is designed, 
in part at least, to relieve him of that 
burden. If the exclusion relied upon 
by defendent does not apply, then 
plaintiff is entitled to the full measure 
of protection contracted for and that 
includes defense of suits. And unless 
the coverage controversy can be re- 
solved in advance of the trial of the 
negligence action, the advantage (al- 
ready paid for) of having that litiga- 
tion investigated and defended in the 
more experienced hands of the carrier 
and at its expense in the first instance, 
will be lost. Thus it is plain that we 
are not treating with a hypothetical 
dispute or an abstract question.” 

Consequently the appeals court re- 
versed and remanded. However, the 
court pointed out that the issues to be 
determined as properly within the 
statutory ambit are: Was the boiler 
where the explosion took place in the 
care, custody and control of plaintiff 
at the time of the occurence, and if 
not, is not the defendant obligated to 
undertake the defense of the damage 
claim of the U. S.? 





Travelers Opens Remodeled 


Worcester, Mass., Office 


Travelers has opened a remodeled 
branch in Worcester, Mass., to service 
life and A&S in Worcester county; 
casualty, fidelity and surety and fire 
and marine in Franklin, Hampshire, 
Worcester counties and parts of 
Hampden county, and fire and mar- 
ine in Vermont. 





Allan D. Pallin has been appointed 
chairman of the committee on insur- 
ance companies and agencies account- 
ing of New York State Society of Cer- 
tified Public Accountants. The commit- 
tee initiates research, assists members 
in solving specific problems and ar- 
ranges technical meetings on insur- 
ance. 
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Small Mutuals May 
Be Overextending to 
Meet Competition 


F. R. Searfoss, writing in Mutual In- 
surance Journal-News, official publi- 
cation of Pennsylvania State Assn. of 
Mutual Insurance Companies, points 
out that there are 2,656 mutual insur- 
ers, of which Pennsylvania has 212. 
Most of these companies are small, and 
many do business in only one, two or 
three townships so that their business 
is distinctly rural in character. 

The number of farms and farm op- 
erations has shown a steady decline, 
Mr. Searfoss points out. But with higher 
costs and the devaluation of the dollar 
the demand has increased for larger 
coverages. In many instances these 
small companies are writing larger 
coverages, carrying them wholly by 
themselves without reinsurance. They 
are showing a growth in volume, but 
Mr. Searfoss wonders if this is a healthy 
growth. Small mutuals are being asked 
to write types of business coverages 
with which they have had little or no 
experience. 


For example, a man owning a lum- 
ber yard and building supplies business 
who deals principally with rural people 
asked for and had issued to him a 
policy for $50,000 on buildings and 
supplies by a small mutual, principal- 
ly rural in clientele. If this man had 
a severe loss, what would happen to 
the insurer? The policy is almost twice 
the size of the reserve. Will policy- 
holders be willing to pay the heavy 
assessments resulting from this type 
of coverage as freely as they would if 
the loss had been farm buildings and 
contents, or will they find fault with 
and leave the company? 

Small companies that want to write 
this or similar types of business, 
business that deviates from their 
established pattern, should protect 
themselves with catastrophe coverage 
or reinsurance or both, Mr. Searfoss 
writes. This is not the whole answer, 
but it will help. 

A large number of assessment mu- 
tuals have adopted a prepaid or ad- 
vance at the anniversary of a policy 
premium and never have set up a 
cash reserve, he observes. Such compa- 
nies now are confronted with the re- 
quirement by law of having to set up 
a reserve on all unearned premium 
income, if this exceeds $75,000. How 
can such companies do this when their 
total premiums in some cases do not 
equal their yearly losses and expenses? 

Many small mutuals are losing busi- 
ness because they do not write ex- 
tended coverage in connection with 
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fire. Because of the small geographical 
area covered and condensed writings, 
EC could easily ruin a company if a 
severe local windstorm occurred, he 
points out. One way to handle this sit- 
uation would be for the small compa- 
nies to act as agents, and pass all or 
part of the coverage on to larger com- 
panies which have a _ geographically 
wider spread at prearranged rates. 





National Fire has appointed Clar- 
ence B. Hayes superintendent of fire 
underwriting at Chicago. 


Hartford Fire Group 
Names Fogarty to 


Minn. Underwriting Post 

William T. Fogarty has been ap- 
pointed superintendent of casualty 
underwriting in the northwestern de- 
partment of Hartford Fire group at 
Minneapolis. 

Mr. Fogarty has been assistant su- 
perintendent of automobile under- 
writing in the western department of 
Hartford Accident at Chicago. He has 
been with the group since 1944 when 


he joined Hartford Accident as a gen- 
eral liability and workmen’s compen- 
sation underwriter. 





King County (Wash.) Insurance 
Assn. is sponsoring property and cas- 
ualty insurance courses to be given in 
cooperation with the Seattle public 
school system. Registration will take 
place Sept. 16-19, and courses will be- 
gin Sept. 23, running each Monday 
until May 19, 1958. 





James Hickey has joined Allstate as 
senior investment analyst at the home 
office. 
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GROWTH 1 Is NOT INEVITABLE... 


The seeds men plant often have a way of withering. But given careful 
planting and dedicated cultivation, the results are frequently successful. 


Sixty years ago, the seeds of a great company were planted. And today, 
the evidence of just such careful planting and dedicated cultivation is 
available for all to see in the continuing growth of the Continental Casualty 
Company—such continuing growth, for instance, as the recent formation 
of the Continental-National Group, which is one of the largest insurance 
organizations in the world. 
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just how profitable growth with Continental can be. 
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American Advances 
Two, Transfers One 
on Pacific Coast 


American group has made several 
executive changes on the coast. 

Charles H. Thompson has been elec- 
ted a resident vice-president and be- 
comes branch chief executive at Los 
Angeles. Frank E. Crosby, former Los 
Angeles branch manager, has_ re- 
signed. Carol P. Maas, resident vice- 


president at Portland, transfers to 
San Francisco, where he becomes 
branch chief executive. Charles R. 


Rathbun has been elected a resident 
vice-president, and succeeds Mr. Maas 
at Portland. 

Mr. Thompson recently has been 
branch manager at San Francisco. He 
formerly was assistant Los Angeles 
branch manager of American Auto. 
Mr. Maas joined American Auto as 
an underwriting supervisor at Seattle 
in 1946, and transferred to Portland 
in 1948. In his new post he will be as- 
sociated with Resident Vice-president 
George E. Adams. Mr. Rathbun went 
to American in 1945. Following five 
years in the New Jersey and southern 


California fields, he became superin- 
tendent of the Los Angeles fire and 
marine department in 1952 and field 
supervisor the next year. He has been 
assistant Los Angeles branch manag- 
er. Prior to the integration of Ameri- 
can and American Auto he was Los 
Angeles office manager of American. 





Del. Legislative Slip 
Denies Commissioner, 


Deputy Pay Increase 


Commissioner Smith of Delaware 
and Deputy George H. Bunting had 
their salaries increased by the last 
legislature but won’t get the increase 
until the legislature reconvenes to 
straighten out a tangle brought about 
by the loss of an amendment to the 
original bill authorizing the increases. 

A bill raising the commissioner’s 
salary from $6,000 to $9,000 was intro- 
duced in the senate, amended to in- 
clude an increase of from $5,000 to 
$7,500 for the deputy commissioner, 
passed and sent to the house. The 
house passed it, but without the 
amendment, which got lost between 
the time the bill arrived in the house 
and came to a vote. As a result, Gov. 
Boggs withheld his signature. 


Western Casualty, 
Western Fire Show 
Net Loss First Half 


Western Casualty and its wholly- 
owned subsidiary, Western Fire, 
showed a net operating loss of $388,- 
867 during the first six months of 
1957, compared to a profit of $588,218 
in the same period of 1956. The two 
companies had a combined operating 
ratio of 105.51%, up 6.64% from last 
year. 

Premiums earned in the first half 
of this year were 18,067,211, up $1,- 
967,968, while losses paid totaled $12,- 
366,474, up $2,445,945. Underwriting 
expenses ran $7,425,378, up 6%, and 
resultant underwriting loss was $1,- 
724,641 for the six months of 1957, as 
compared to a loss of $824,623 report- 
ed a year ago. Including an increase 
in the equity in unearned premium 
reserve, the loss was reported as 
$990,582 for this year. 

Net investment income rose $53,392 
over the same period last year, to 
reach $484,278, while surplus declined 
$751,968. Consolidated assets’. in- 
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2506 Cedar Springs Ave. 


DENVER, COLORADO 
904 Gas & Electric Bidg. 


ATLANTA, GEORGIA 
70 Fairlie Street, N.W. 


LOS ANGELES, CALIFORNIA 
2412 West 7th Street 


LOUISVILLE, KENTUCKY 
444 South Third Street 





en 





ier 


Our automatic treaties combine, on a quota share 
basis, American Stock Companies and Lloyds, 
London providing maximum strength and secur- 
ity. Contact any of our ten offices for quick 


ALBUQUERQUE, NEW MEXICO 


CENTRAL CASUALTY COMPANY 


208 SOUTH LaSALLE ST, 


CONTACT THE OFFICE NEAREST YOU 


CHICAGO 3, ILLINOIS 





OKLAHOMA CITY, OKLAHOMA 
534 Commerce Exchange Bidg. 


ST. LOUIS, MISSOURI 
111 North 4th Street 


SALT LAKE CITY, UTAH 
1315 Continental Bank Bidg. 





creased $1,762,371 to reach a total of 
$54,399,560. Capital stock equity for 
the first half was $42.03 per common 
share, compared to $42.61 at the end 
of 1956 and $43.02 a year ago. 





Indict Seven in Texas 
Insurance Mail Fraud 


A federal grand jury in Houston has 
returned a 10-count indictment for al- 
leged mail fraud and violations of se. 
curities laws against A. B. Shoemake, 
former president of the defunct U. §. 
Trust & Guaranty and six others con- 
nected with the firm. They are charged 
with scheming to defraud the public 
by soliciting investments through false 
and inflated representations of the 
company’s financial conditions. 

Those indicted with Mr. Shoemake 
are: Willis V. Lewis, former president, 
Arkansas F.&M. and former manager 
of U. S. Automotive Service, an af- 
filiate of U. S. Trust & Guaranty; J, 
Hugh Hope, former vice-president of 
Arkansas F.&M.; James M. Hay, 
former director of U. S. Trust & Guar- 
anty and secretary of U. S. Automotive 
Service; W. E. Hutchenrider, former 
San Antonio branch manager and Mar- 
shall A. Fulgaar Sr. and Sylvester 
Loughlin, former appraisers for U. §, 
Automotive Service. 


NAMIA Adds Two Awards 
for Prevention Activities 


The National Assn. of Mutual In- 
surance Agents fire and accident pre- 
vention contest for 1957, to be judged 
at the annual meeting Oct. 14 in Chi- 
cago, this year will feature two added 
new awards. Silver cups named after 
two deceased past presidents, Bryston 
F. Thompson of New Haven, Conn., 
and C. M. Westbrook of Charlotte, 
N. C., will be given to the two state or 
regional associations with the most 
entries in each category of fire and 
accident prevention. 





New York City Insurance Agents 
Assn, will hold its annual golf tourna- 
ment Sept. 12 at the Rockville coun- 
try club in Rockville Centre, N. Y. 
John Weghorn is chairman of the ar- 
rangements committee. 
































ad RGANIZED in 1880, 
Iowa State is the 
D745 oldest organiza- 


tion of its kind in the 
world. Reputable, strong 
and experienced, it offers 
te the white-collar worker 
a modern accident insur- 
ance coverage tempered 
with old fashioned friend- 
liness and consideration... 
and at a cost consistent with 
the most modest budget. 
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Parents Divorced, 
Minor Child Held 
Insured under CPL 


California distrtict court of appeals 
jroned out a rather complicated rela- 
tionship in a suit involving a compre- 
hensive personal liability policy in 
Cal-Farm Ins. Co. vs Boisserane, 9 
CCH (fire & casualty) 226. 

James Boisseranc, 6, injured another 
child and he and his parents were 
sued. His insurer brought action to 
determine that it was not liable on a 
policy issued to the father. The father 
and mother were separated, and at 
the time the youngster injured the 
other child, he was visiting his moth- 
er. 

The issue was whether the son was 
an insured under the terms of the 
policy. The mother had secured an 
interlocutory decree of divorce, and 
following the separation James spent 
part of his time with each parent, the 
major portion with his father. 

The court conceded that in some 
situations, particularly in the field of 
jurisdiction, courts have held that the 
terms of a divorce decree are decisive 
as to the residence of a minor child. 








Help your 
clients avoid 
the hazards of 


guessing at values 


Safeguard your clients by stressing 
the need for American Appraisal 
Service—to determine insurable 
values and avoid the danger of 
guesses and short cuts. 

An American Appraisal report is 
complete in every detail because it is 
supported by factual evidence...and 
represents valuation principles that 
command respect. 


The 
AMERICAN 
APPRAISAL 


Company 
SINCE 1896... LARGEST . .. MOST WIDELY USED 


Home Office: Milwaukee 1, Wisconsin 


Atlanta Cleveland New York 
Baltimore Dallas Philadelphia 
Boston Detroit Pittsburgh 
Buffalo Kansas City St. Lovis 
Chicago Los Angeles San Francisco 
Cincinnati New Orleans Washington 


Affiliated: Canadian Appraisal Company, Ltd. 
Montreal and Toronto 








The insurer argued that James was 
living with his mother when the ac- 
cident occurred. But the court ex- 
plained that so far as an insured com- 
ing under policy is concerned, the 
contention that residence is a ques- 
tion of law is not sound. 

The court said that it is obvious that 
the terms of the custody decree are 
not controlling as a matter of law. 
Even if such decree had given full 
custody and control of James to the 
mother, or without even a right of 
visitation in the father, and had 
James spend all of his time on his 


father’s farm, James would be: in- 
sured within the meaning of the pol- 
icy. 

One purpose of the extension of 
coverage clause is to broaden the cov- 
erage of named insured, the court 
said. The father, when he took out 
the policy, was potentially liable for 
the torts of his minor children under 
the proper circumstances. Thus the 
extension of coverage to relatives pro- 
tects named insured as well as pro- 
tecting relatives. 

Another purpose of the extended 
coverage provision was to assist in- 


sured in complying with his moral 
and legal obligation to maintain and 
support his family. It is of some sig- 
nificance that the policy does not con- 
tain any itemization of the persons 
covered, specifying only the named in- 
sured, and his partner, and the in- 
sured premises. The premium pay- 
ments were not based upon the num- 
ber of relatives living on the prem- 
ises. Coverage may exist while tem- 
porarily away from named insured’s 
premises. Under the facts, the child 
had a continuing relationship with 
his father through residence. 











Giving competent service to insureds 
is far from the simple matter it used 
tobe... 

Today’s agents have to recognize 
new exposures . . . know the available 
coverages . . . and have the confi- 
dence to do a real selling job on any 
protection their prospects need. 

Recognizing this, the Hartford 
Fire Insurance Company Group 
began providing modern educational 
facilities for its agents and their 
employees in early 1945. Students at 
the Training Centers’ four week 
courses include both men and women 
. .. both new and veteran insurance 
producers. 

Novices discover how to go about 
their jobs efficiently. Seasoned pro- 
ducers add to their present store of 
knowledge, and are brought up to 








date on insurance trends and methods 
through which they can offer better 


‘service to their communities. 


All who attend the Training 
Centers receive a solid and thorough 
grounding in either fire and inland 
marine insurance or casualty insur- 
ance and bonding, or both, accord- 
ing to their own interests. Among 
other things, they learn how to deter- 
mine the risks of loss which face 
property owners. They learn how to 


Year in and year out 
you'll do well with the 


Hartford 


Fire Insurance Company 


Group 





To earn more... 


Hartford Agents 


learn more... 


...at the Hartford Training Centers! 


select —in kind and amount — the 
coverages needed . . . how to figure 
costs ... how to explain their recom- 
. . how to overcome 


mendations . 
sales resistance. 


They learn, in short, how to do a 
superior job for themselves, their 


agencies and their customers. 


Hartford Fire Insurance Company 


Hartford Live Stock Insurance Company 


Want to know more about our 
Training Centers? Ask your Hartford 
Group special agent for details. Or 
write direct for adescriptive brochure. 


Hartford Accident and Indemnity Company 





Citizens Insurance Company of New Jersey 
Hartford 15, Connecticut 

New York Underwriters Insurance Company 

New York 38, New York 
Northwestern Fire and Marine 
Insurance Company 

Twin City Fire Insurance Company 

Minneapolis 2, Minnesota 
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N. A. to Mark Start 
of Agency System in 
Lexington, Ky., Fete 


North America companies will com- 
memorate the 150th anniversary of 
the founding of the American agency 
system in ceremonies Sept. 4 at Lex- 
ington, Ky., home of “the first inde- 
pendent insurance agency.” North 
America was the first American in- 
surer to appoint an independent agent 


to handle its business at the local 
level. 

Civic leaders and stars of the enter- 
tainment world will join John A. Die- 
mand, president of North America, in 
dedicating a memorial bronze plaque 
mounted in stone in honor of Thomas 
Wallace, the first bonafide American 
agent. Mr. Wallace, a prominent Lex- 
ington merchant, was appointed by 
North America in 1807 to handle in- 
surance in the frontier town of Lex- 
ington. This launched the agency sys- 
tem. 

Mayor Kincaid of Lexington and 








Offer this 
vital service to 


LAW FIRMS 


Protect them with the 


LAWYER’S PROTECTIVE POLICY 


The attorney is one of the most meticulous craftsmen in the 
professional field. But being human, there is still the chance 
that he may be held accountable for some error or omission 
in connection with legal service to clients. In this regard, the 
lawyer knows that an action or claim for damages may occur 
not only because of some lapse or alleged negligence on his 
part, but because of some error or omission by an associate 
or employee—for whose acts he is liable. 


American Casualty’s LAWYERS PROTECTIVE POLICY protects 
law firms against legal liability claims and lawsuits arising 
from professional errors and omissions. 


Descriptive Leaflet 













AMERIGAN 


COAST-TO-COAST BRANCH OFFICE SERVICE 


FF FF KF SS Se 


Name 


American Casualty agents use 
this convenient leaflet when dis- 
cussing the Lawyers Protective 
Policy. If you’d like to have a 
copy, just mail the coupon. 


American Casualty Company, Reading, Pa. 


Please send a copy of your leaflet on 
the LAWYERS PROTECTIVE POLICY. 
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Zone State 














other prominent Kentucky citizens 
will attend the dedication ceremonies, 
which will take place at 4 p.m. on the 
campus of Transylvania college. Mr. 
Wallace was a trustee of the college, 
which was founded in 1780. Bradford 
Smith Jr., Herbert P. Stellwagen and 
Edmund L. Zalinski, executive vice- 
presidents, and Richard G. Osgood, 
vice-president of North America, also 
will attend from the head office. 


The day long observance of the 
agency system sesquicentennial will 


culminate in a _ nationwide _ radio 
broadcast saluting the independent lo- 
cal agents of the U. S. The 30-minute 
program over National Broadcasting 
Co. will describe the founding and 
growth of the agency system and will 
report on its contributions to Ameri- 
can economy and society. 

Don Ameche will star. Frank Blair, 
NBC radio and TV news commentator, 
and Walter O’Keefe, comedian, singer 
and actor, will be co-hosts, and the 
“Band of Stars” will provide musical 
background. Other personalities from 
the entertainment world will also be 
heard. 

The program will originate from the 
new auditorium of Transylvania col- 
lege in Lexington from 7:30 to 8 p.m. 
Lexington time (8:30-9:00 eastern 
daylight time). Kentucky agents and 
their wives will be guests at the 
broadcast. 

North America hopes that the Lex- 
ington observance will inaugurate an- 
niversary activities by agents and in- 
surance companies—activities which 
will create increased public awareness 
of the importance of the local inde- 
pendent insurance agent to his local 
community and to the nation’s econ- 
omy. 

American Agency Bulletin, publica- 
tion of National Assn. of Insurance 
Agents, in a comprehensive historical 
study published in 1953, stated that 
“there can be no opposition to the 
proposition that North America can 
take credit for the origination and 
conception of the American agency 
movement.” 

On Oct. 6, 1807, Alexander Henry, 
a North America director, urged the 
board to consider westward expansion 
of the company, beginning with the 
establishment of an agency in Lexing- 
ton. A committee was appointed with 
Mr. Henry as chairman to “consider 
the benefit and propriety of extending 
insurance against fire generally to 


other states beyond what it is now 
customary to take.” 

The committee’s favorable report 
aroused opposition on the ground that 
the company would never know the 
true character of its liabilities in such 
distant places owing to the partiality 
of agents in favor of the local policy. 
holders. Nevertheless, the committee 
prevailed and Dec. 1, 1807, President 
John Innskeep was directed to ap- 
point “trusty persons at such 
places as he shall think advisable to 
act as surveyors and agents of this 
company whose duty it shall be to 
survey and certify the situation of al] 
buildings and property on which in- 
surance is required, at the expense of 
the persons applying therefore .. .” 

John Innskeep acted promptly and 
Thomas Wallace was appointed. 

The inscription on the memorial 
plaque reads: 

“Here in the thriving frontier town 
of Lexington, Kentucky, in 1807, the 
American Agency System of bringing 
insurance protection to America’s 
families, businesses and _ institutions 
was begun when Thomas Wallace, 
prominent merchant, was appointed 
an agent of Insurance Company of 
North America. 

“Thus, a free people, with initiative 
and enterprise, created a system of 
providing for their own security 
through independent local business- 
men that spread throughout America, 
enabling the nation to grow and pros- 
per.” 





WC Benefits Rise 


Maine has increased from $30 to 
$35 the maximum weekly benefits un- 
der workmen’s compensation and has 
set a minimum of $15 a week. The 
legislation alse liberalizes other pro- 
visions of the WC law. 

New Hampshire has increased WC 
benefits from $34 to $37 maximum 
and $12 to $15 minimum. 

Tennessee has increased WC bene- 
fits from $30 to $32 a week and 
raised total maximum benefit pay- 
ments from $10,000 to $12,000. Al- 
lowance is provided for nursing ser- 
vices. 

Vermont has increased maximum 
benefits from $28 to $30. 

West Virginia has raised maximum 
weekly benefits from $30 to $33 and 
minimum benefits from $18 to $20 a 
week. Widow’s monthly benefits are 
increased from $60 to $65 and the de- 
pendent child benefit from $15 to 
$17.50, monthly. 
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3D Definition of 
Employe Interpreted 
in Kentucky Case 


The Kentucky court of appeals up- 
held a lower court in its interpreta- 
tion of a comprehensive 3-D policy. 
The holding was for the insurer in the 
case of Farrington Motors vs Fidelity 
& Casualty, 9CCH(fire & casualty) 
217. The issue was whether a man by 
the name of Darnell was an inde- 
pendent contractor or consignee or an 
employe. 

The automobile firm lost $2,539 as a 
result of the fraudulent and dishonest 
acts of Darnell in disposing of auto- 
mobiles belonging to the Farrington 
company and appropriating the pro- 
ceeds. 

As defined in the policy, the term 
employe does not mean brokers, fac- 
tors, commission merchants, consign- 
ees, contractors or other agents or 
representatives of the same general 
character. The Farrington firm dealt 
in new and used cars at Paducah. 
Darnell operated a used car lot at Cal- 
yert City. Farrington made an agree- 
ment with Darnell to handle the Far- 
rington cars at Calvert City. Farring- 
ton contended Darnell was engaged as 
asalesman with the privilege of sell- 
ing cars on the Farrington lot at Pa- 
ducah. Farrington agreed to pay Dar- 
nell a $40 commission for each new 
car sold and 5% on the sale of used 
cars or an amount in excess of the 
fixed sales price of the vehicle, which- 
ever he pleased. 

Farrington’s president and _ sales 
manager exercised close supervision 
over Darnell, making frequent trips 
to the Calvert City lot, talked to him 
almost daily by phone and in general 
directed Darnell as they did other em- 
ployes. This testimony was disputed. 
The insurer contended that Darnell 
was an independent contractor and 
that the cars were handled on con- 
signment. 

In August, 1954, seven vehicles dis- 





Have You Heard About . . Have You Seen 


CONVOY “Chem-Board’’* 


RIGID, PERMANENT, INEXPENSIVE 
record storage FILES 





Chem-Board Storage Files are perma- 
nent. They cost and weigh about 50% 
less than steel; cost less than some cor- 
tugated paper files. They’re shipped 
assembled, ready for use. 
NOW-—smooth, staple-free 
fronts make them suitable 
even for “front-office” use. 
Available in letter, legal, 
check, deposit slip, tab card 
and many other sizes. 


*CHEM-BOARD IS RIGID- 
IZED CORRUGATED BOARD 
PROCESSED TO REMARK- 
ABLE STRENGTH. 


CONVOY, Inc. 


STATION B, BOX 216-U 
CANTON 6, OHIO 













appeared from the Calvert City lot 
for which no accounting ever was 
made, and Darnell disappeared shortly 
thereafter. 

There was considerable disagreement 
as to the instructions to the jury. One 
instruction summarized the facts con- 
cerning the controversy, gave a general 
definition of employe and indepen- 
dent contractor based on the element 
of control, and defined an employe ac- 
cording to the terms of the policy. A 
second instruction made a specific ap- 
plication of the general rules in the 
first instructions to the facts in the 


case. The Farrington firm objected to 
the first instruction because it was ab- 
stract, the court commented on the 
evidence, the definition of independent 
contractor and employe were erroneous, 
the wording of the policy should have 
been followed in the definition of em- 
ploye, and the instruction should have 
been eliminated in its entirety. Insured 
objected to the second instruction be- 
cause it failed to authorize recovery if 
insured had the right to govern and 
direct Darnell in the performance of 
his services, it required insured to have 
the right to control the method of sell- 


ing and the details of making the sale, 
it authorized a verdict for the insurer, 
if Darnell was to manage the details 
of seeking customers and make the 
sales as he saw fit, subject only to the 
control of the Farrington firm as to 
price, and there was no competent evi- 
dence that Darnell was a consignee or 
independent contractor upon which to 
base this instruction. 

The appeals court said that the in- 
structions had objectionable features 
but did not consider them prejudicial 
and therefore held they did not con- 
stitute reversible error. 
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y PROTECTION THAT FITS 


LIKE A GLOVE 


In recent years, new contracts have been 


developed which are designed to give “protec- 


tion that fits like a glove.” Many insurance 
buyers still aren’t aware of these efficient forms 
...or they don’t realize that the coverage 

they now carry is out-dated in amount, form, 
or both. THEY ARE UNDERINSURED. 


The next time you talk to 


your clients or prospects, tell 
them how replacement costs on 


all property have spiraled upward 


...show them how these 


new, modern coverages 


will give full-value insurance at 


reasonable cost. Then watch your 
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Your business may be “‘up”’ so far as 
dollar-volume is concerned—reflecting 
the world’s rising price-indices—and yet it 
may be “down” in number of policies in force, 
number of insureds on your books. 
The Dubuque F & M man, who has been 
making a special study of agents’ most 
successful “balance of growth”’ (increased 
P coverage us. new policyholders) under today’s 
x! conditions, will gladly visit you and 
“\\ discuss his findings. You may find it 
7 very profitable to hear his report. 
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Consider D. C. Bill to Bar 
Untrustworthy Agents and 


Change Marine Tax Base 


WASHINGTON—A Senate District 
of Columbia subcommittee held hear- 
ings on bills designed to amend the 
D. C. fire and casualty laws and to 
change the basis of taxing marine in- 
surance. Indications were that no fur- 
ther action would be taken during 
this session of Congress. 

Considered at the hearings was a 
Senate bill which would amend the 
fire and casualty act to offset the ef- 
fects of an appellate court decision 
here in the case of the Atlantic agen- 
cy, in which it was held Superintend- 
ent Jordan has no authority to refuse 
renewal of a license on ground of un- 
trustworthiness. Mr. Jordan, Irving 
Bryan of the D. C. corporation coun- 
sel’s office, A. L. Jagoe, local agent, 
representing Washington board of 
trade; Ralph Lee III, of D. C. Assn. 
of Insurance Agents, and Lee Shield, 
attorney for American Life Conven- 
tion, favored this measure. Bernard 
Margolius, attorney for Atlantic agen- 
cy, spoke against it. 

Also before the subcommittee was 
a House bill which would permit ma- 
rine insurers, on D. C. business, to pay 
tax based on net profits of the insurer, 
rather than on a 2% of premium basis. 
Mr. Jordan and Mr. Bryan opposed 
the measure, contending it will reduce 
D. C. revenue. Speaking in support of 
it were Wallace Schubert of D. C. Bar 
Assn., and Roy Leifflin, marine un- 
derwriters representative. 


AEC Health and Safety 
Studies Made Available 


U. S. Department of Commerce has 
for sale to the public 12 Atomic En- 
ergy Commission studies on health 
and safety, from the department’s Of- 
fice of Technical Services, Washington 
25, D. C. The studies include: 

Worldwide Effects of Atomic Weap- 
ons, Project Sunshine, 55 cents; En- 
vironmental Radioactivity at Argonne 
National Laboratory, 25 cents; Radia- 
tion Protection Within a Standard 
Housing Structure, 15 cents; A Study 
of the Distribution & Excretion of 
Uranium in Man, 40 cents; Species 
Differences in the Metabolism of Po- 
lonium 210, 20 cents; Protection From 
Radiant Thermal Energy by Fabrics 
Used as A Shield, 15 cents; Utilization 
of Telemetering Techniques in Eval- 
uating Residual Radioactive Contami- 
nation, 25 cents; Measurement of Off- 
Site Fall-Out By Automatic Monitor- 
ing Stations, 20 cents, and Evaluation 
of Various Types of Personnel Shel- 
a to an Atomic Explosion, 








American Mutual Liability has ap- 
pointed E. Thomas Dance district sales 
manager at New Orleans. He former- 
a branch sales manager at Knox- 
ville. 


Beehler Transfers to Pa., 
McLaughlin Named in New 
York Upstate by C.&F. 


Crum & Forster has appointed Dor 


ald F. McLaughlin inland marine any * 


multiple peril supervisor for the up- 
state New York area with headquar- 
ters at Syracuse. He succeeds Bruce 
N. Beehler, who has been promoted to 
inland marine manager in the Alle- 
gheny-Ohio department office at Pitts- 
burgh. 

Mr. McLaughlin has had more than 
10 years of experience as an under- 
writer and producer and most recently 
has been traveling the upstate New 
York area for Fireman’s Fund. 





3 New Industrial Safety 
Books Are Published 


Three new two-color, illustrated, 
pocket-size safety manuals have been 
published by the industrial satety di- 
vision of Assn. of Casualty & Surety 
Companies. The one on welding and 
cutting operations and the one on blast- 
ing operations are intended for use by 
workers. The third deals with elec- 
tricity and is for use in the home or 
office as well as in the plant. 

Your Guide to Safety in Welding 
and Cutting Operations is 32 pages on 
general safety, protective clothing and 
equipment, eye protection, working in 
confined spaces, ventilation, fire pre- 
vention, gas welding and cutting, elec- 
tric arc welding, spot welding, and 
off-the-job safety. 

Your Guide to Safety When Blast- 
ing is 36 pages, prepared in coopera- 
tion with Institute of Makers of Ex- 
plosives, dealing with general safety, 
storage, transportation, handling, 
drilling, loading blast holes, electric 
priming, non-electric priming, firing, 
inspection after blasting, misfires, de- 
stroying explosives, and off-the-job 
safety. 

Your Guide to Safety from Electri- 
cal Hazards is 18 pages which point 
up the danger of careless attitudes 
toward electricity, and cover general 
safety in home, office, and industry, 
and off-the-job safety. 





Ariz., Ga. WC Pamphlets Ready 


New editions of the Arizona and 
Georgia workmen’s compensation law 
pamphlets have been published by 
Assn. of Casualty & Surety Compa- 
nies. They incorporate important 
changes in the WC laws of these 
states and contain not only a digest 
and complete text of the laws, but 
also pertinent supplementary laws, in- 
cluding all amendments enacted by 
the 1957 legislative sessions. 

Copies of the pamphlets, $1.50 each, 
may be obtained from Editor, Law 


Publications, Assn. of Casualty & 
Surety Companies, 60 John street, 
New York. 
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Court Decides Insured Had Title to $5,000 
Diamond Watch, Holds Against Insurer 


Some interesting facts and assump- 
tions are contained in the Rhode Is- 


: -(Jand supreme court decision in Stover 
rine anu | 


vs Employers’ Fire, 9CCH (fire & cas- 
ualty) 221. This involved a policy on a 
$5,000 diamond bracelet and raised 
questions of title to the watch, notice 
of loss in accord with the policy, 
whether proof of loss was filed in ac- 
cord with the policy, and whether the 
suit was brought within a period en- 
titling insured to prosecute it. The 
supreme court upheld the lower court 
in favor of the plaintiff. 

The facts were these: Max Zinn, 
manager of Narragansett hotel at 
Providence gave the plaintiff a dia- 
mond, platinum wrist watch in Nov- 
ember 1946, as a Christmas gift. She 
had it appraised by an expert who val- 
ued it at $5,000. She submitted the ap- 
praisal to the agent and showed him the 
watch. The policy was issued and re- 
newed each year until Oct. 31, 1951, 
which continued the policy in effect 
to Dec. 16, 1952. 


On the Monday before Thanksgiving 
in 1951 the plaintiff wore the watch 
on a trip to Boston to attend the the- 
atre with Mr. Zinn. The plaintiff’s 
niece, Mrs. Dora Schulman, accom- 
panied them. After the theatre, plain- 
tiff drove back to Providence and ar- 
rived at the Narragansett hotel in 
the early morning. The arrangement 
was that Mrs. Schulman and the 
plantiff would drop Mr. Zinn at the 
hotel and go on to Mrs. Schulman’s 
home in Woonsocket. Mr. Zinn sug- 
gested that because it was late, the 
plaintiff ought not to wear the watch 
and offered to keep it for her in his 
box in the hotel vault. This was done. 
The plan was that Mr. Zinn would 
join her on Thanksgiving Day for a 
late dinner, but he died suddenly that 
afternoon. 

In various and sundry ways the 
plaintiff sought to get her watch re- 
turned. She finally asked Edward 
Port, Mrs. Zinn’s brother, but he 
urged her to drop the matter. She 
consulted with the lawyer who was 
handling the Zinn estate, but this 
brought no definite results at first. 
Finally Mrs. Zinn said the watch was 
hers and she was not going to give it 
up. Further efforts were made by the 
plaintiff, but by early fall of 1952 she 
concluded she was not going to get the 
watch back. 

There was testimony that Mr. Zinn 
had given his wife a watch about 1945 
or 1946 and Mrs. Zinn claimed that 
the watch she had taken from the ho- 
tel vault after his death was hers. 
There was no doubt that the plaintiff 
had continued to try to get the watch 
returned. There was no positive iden- 
tification of the watch, but neither 
was there positive identification that 





Pacific National Group 
Names Krantz, Murphy 


Pacific National group has trans- 
ferred Walter E. Krantz from the 
western department at Skokie, IIl., to 
Cleveland, where he will be in charge 
of casualty underwriting. The group 
has also appointed Baker E. Murphy 
production manager at San Francisco. 





Phoenix of Hartford Names 


W. J. Jones Auto General 


Phoenix of Hartford has promoted 
Wilbur J. Jones from superintendent 
to general agent of the automobile de- 
partment. Superintendent since 1949, 
he joined the group in 1948. 


it was not the watch. 

The high court held out that the 
evidence was indisputable that the 
plaintiff had title to the watch de- 
scribed in the policy. The plaintiff 
positively testified that such watch 
was a gift to her from Mr. Zinn and 
that since 1946 she had exercised ab- 
solute dominion over it to the day 
she voluntarily placed it in his tem- 
porary custody for safekeeping. 

The court also held that there was 


a loss within the meaning of the pol- 
icy. The plaintiff was justified in as- 
suming that her watch was in a safe 
place somewhere in the hotel and that 
whoever had it would surrender it 
when the fact of her ownership was 
shown. She kept trying to get it until 
it was definitely clear that she had 
lost the watch beyond any reason- 
able hope of recovery. 

At that point, Oct. 1, 1952, she noti- 
fied the agent, and she provided in- 
surer’s counsel with a sworn state- 
ment. 

Also, the court held, she began her 


suit within 12 months of her loss. 
Whether the watch plaintiff lost and 
the one Mrs. Zinn produced in court 
were the same was a matter of de- 
fense on which insurer had the bur- 
den. 

A. A. Arabian of Providence ap- 
peared for the plaintiff, and Sherwood 
& Clifford, Kirk Hanson, Providence, 
for the insurer. 





The T. W. Howell local agency of 
Mavton, Wasn., nas been purchased by 
Horace L. Miller, local agent of Sun- 
nyside, Wash. 





U.S.F.&8G. AGENTS 
This is one of a series of advertise- 
ments appearing in THE SATURDAY 
EVENING POST, TIME and NEWS- 
WEEK ... designed to increase your 
prestige with the insuring public. 
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YOUR dependent 
Insurance snag 
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Planning a program 
of protection for your 
business or home... 


Select and consult an 
independent insurance 
agent or broker 

as you would your 
doctor or lawyer 


Casuvalty-Fire-Marine 


eeue - hey. 


United States Fidelity & Guaranty Co., Baltimore 3, Md. « Fidelity insurance Co. of 
Canada, Toronto « Fidelity & Guaranty Insurance Underwriters, Inc., Baltimore 3, Md. 
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To help you PROVE to 


homeowners that their 
homes have gone UP in value 





to CONVINCE them they 
should insure to FULL VALUE 





USE THIS 
EASY 
ESTIMATING 
CHART! 


It shows—dramatically—how replacement costs have risen. 
It points out—authoritatively—the loss homeowners could 
suffer if not insured to full value. It helps you sell—quickly— 
the extra insurance most homeowners need. 


For example, this easy-to-use chart shows that a $10,000 
home duilt in 1946 would cost $15,200 to replace today! 


The Home Insurance Company has supplied its agents and 
brokers with copies of this Estimating Chart, based on 
figures supplied by F. W. Dodge Corporation, the nationally 
known source of construction information. If you do not 
have yours yet—if you want extra copies—ask your Home 
fieldman or write— 


HOME 


Susu Cence Company CY 


Home Office: 59 Maiden Lane, New York 8, N. Y. 
FIRE e AUTOMOBILE « MARINE 
The Home Indemnity Company, an affiliate, writes 
Casualty Insurance, Fidelity and Surety Bonds 


A stock company represented by over 40,000 independent local agents and brokers 


tay — ‘ - ‘ 


U.S. Residential 
Building Costs 
EASY ESTIMATING CHART 














BASED ON DOW SERVICE REAL ESTATE 
VALUATION CALCULATOR 
APRIL 1957 


*THE HOME« 


“tence Com Cany, 


Orvice 59 Meigen Lene, New York 6, w. . 





THE 


ORGANIZED 1853 

















Cenvention Dates 





Aug. 22-24, Texas Assn. of Mutual Insurance 
Agents, annual, Shamrock-Hilton hotel, 
Houston. 

Aug. 26-27, South Dakota Assn. of Insurance 
Agents, annual, Marvin Hughitt hotel, Huron. 

Aug. 26-29, Hon. Order of the Blue Goose. In- 
ternational, Grand Nest, Roosevelt hotel, New 
Orleans. 

Aug. 29-30, Minnesota Assn. of Insurance 
Agents, annual, Breezy Point lodge, Brainerd, 
Minn. 

Sept. 5-6. New Jersey Assn. 
Agents. annual, 
City. 

Sept. 8-10, West Virginia Assn. of Mutual In- 
surance Agents, annual, Stonewall Jackson 
hotel, Clarksburg, W. Va. 

Sept. 8-11, International Claim Assn., annual, 
Chalfonte-Haddon hall, Atlantic City. 

Sept. 9-12, National Assn. of Insurance Agents, 
annual, Chicago. 

Sept. 12-13, Conference of Mutual Casualty 
Companies, sales and agency conference, 
Conrad Hilton hotel, Chicago. 

Sept. 15-18, Idaho Assr. of Insurance Agents, 
annual, Sun Valley. 

Sept. 16, Vermont Assn. of Insurance Agents, 
annual, Lake Morey inn, Fairlee. 

Sept. 16-17, Minnesota Assn. of Mutual Insur- 
ance Agents, annual, St. Paul o¢ St. ae 

Sept. 16-18, Michigan Assn. Insur. 
Agents, annual, Grand hotel, wm A.. Island. 

Sept. 17-20, Mutual Loss Research Bureau, an- 
nual, Edgewater Beach hotel, Chicago. 

Sept. 18-19, New Hampshire Assn. of Insur- 
ance, annual, Wentworth-by-the-Sea hotel, 
New Castle. 

Sept. 18-20, Washingten Assn. of Insurance 
Agents, annual, Olympic hotel, Seattle. 

Sept. 19-20, Nebraska Assn. of Insurance 
Agents, annual, Sheraton-Fontenelle hotel, 
Omaha. 

Sept. 20, Delaware Assn. of Insurance Agents, 
annual, Rehoboth Ceuntry club, Rehoboth 

Sept. 22-24, Nevada Assn. of Insurance Agents, 
annual, Sahara hotel, Las Vegas. 

Sept. 22-24, Oregon Assn. ef Insurance Agents, 
annual, Eugene hotel, Eugene. 

Sept. 23-24, South Daketa Assn. of Mutual In- 
surance Agents, annual, Sioux Falls. 

Sept. 24-25, South Carolina Assn. of Insurance 
Agents, annual, Ben Air hotel, Augusta, Ga 
Sept. 26-27, Oklahoma Assn. of Mutual Insur- 
ae. Agents, annual, Skirvin hotel, Oklahoma 


of Insurance 
Traymore hotel, Atlantic 


Sept. 28-Oct. 1, Pennsylvania Assn. of Insur- 
ance Agents, annual, Pocono Manor inn, 
Mount Pocono. 


Oct. 1-3, Society of Chartered Property & Cas- 
ualty Underwriters, annual, Waldorf-Astoria 
hotel, New York City. 

Oct. 3-4, Mountain States Assn. of Mutual In- 
surance Agents. annual, Denver 

Oct. 3-5, New Mexico Insurors, annual, Hilton 
hotel, Albuquerque. 


Oct. 6-9, Natienal Assn. of Casualty & Surety 
Agents, annual, Greenbrier hotel, White Sul- 
phur Springs. 

Oct. 6-9, National Assn. of Casualty & Surety 
Executives, annual, Greenbrier hotel, White 
Sulphur Springs. 

Oct. 13-16, National Assn. of Mutual Insur- 
ance Agents, annual, Sherman hotel, Chi- 
cago. 

Oct. 15, Louisiana Assn. of Insuranc Agents, 
midyear, Bently hotel, Alexandria. 

Oct. 14-15, Arizona Assn. of Insurance Agents, 
annual, Westward hotel, Phoenix. 

Oct. 16-18, National Assn. of Independent In- 
surers, annual, Edgewater hotel, Chicago. 
Oct. 17, Inter-Regional Insurance Conference, 

annual, Plaza hotel, New York City. 

Oct. 17-18, Pacific Fire Rating Bureau, annual, 
Camelback Inn, Phoenix. 

Oct. 19-23, Western Underwriters Assn., an- 
nual, Greenbrier hotel, White Sulphur 
Springs. W. Va. 

Oct. 21-22, Insurors of Tennessee, annual, 
Chattanooga, Read House. 


Wm. H. McGee 
& Co., Inc. 


MARINE UNDERWRITERS 
111 John Street, New York 38, N.Y. 















Baltimore Los Angeles 
Boston Montreal 
Chicago New Orleans 
Columbus, O. Philadelphia 
Dallos San Francisco 


Houston Seattle 








/ VION Gost: 





INSURANCE 


TO FIT THE NEED 


It pays to suggest 


ADDITIONAL 
LIVING EXPENSE 


when you write 
their Fire insurance 


Insurance that pays the 
# added cost of living in rent- 
ed quarters, eating out and doing 
things they wouldn’t have had 
to do if fire had not made it nec- 
essary to vacate their home is 
proving to be a valuable feature 
of the “package” policy many 
folks have bought recently. It 
helps a lot to be relieved of those 
burdensome extra expenses. 


f “Shelby” agents know that 

not everyone interested in 
such protection is going to buy 
Homeowners or CDP. But when 
they offer it as an extension of 
the regular fire policy in whatever 
amount the client feels they need, 
it may produce a quick sale. Get 
them interested in that much of 
the “package” now and perhaps 
the next time they will go for the 
whole deal. 


"Aalhy Meatat 


INSURANCE COMPANY 
o SHELBY, OHIO 





FIRE & CASUALTY 





fp 


The Pioneer Organizatien 


COATS & 
BURCHARD 


COMPANY 


APPRAISERS 





4413 Ravenswood Avenue 
Chicago 40, Illinois 


® Appraisals for Correct 
Insurance Coverage and 
Proof of Loss 

®@ Depreciation Studies 

®@ Property Ledgers 
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COMMENTS 
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OBSERVATIONS 





Colombian Insurers Mark Steady Growth 


The insurance business in Colombia 
has undergone a significant expansion 
in recent years, U.S. Department of 
Commerce states in a recently pub- 
lished booklet. In the 15 year period 
1940-56, the number of licensed in- 
surers more than doubled, from 26 to 
56. Premiums increased from 11 mil- 
lion pesos annually to 43.5 million. In- 
surer investments increased from 31 
million pesos to 239 million pesos. The 
official exchange is 2.5 pesos to the 
U.S. dollar. In Colombia, payments and 
receipts related to international trans- 
actions are normally effected in U.S. 
dollars. 

Colombian insurance regulations do 
not discriminate against foreign insur- 
ers wishing to establish branches in 
the country, according to the study. 
However, exchange control measures 
adopted in recent years have intro- 
duced certain restrictive features. A 
total of 27 foreign insurers were li- 
censed in Colombia as of June, 1956, 
selling life, fire, marine and casualty 
coverage. 

Foreign insurers are permitted to 
operate in Colombia on the same terms 
as domestic companies. A foreign in- 
surer can operate through a branch; 
a local corporate subsidiary is not re- 
quired. There are minimum capital and 
qualifying deposits. Capital required is: 
Life, 150,000 pesos; fire, 200,000; ma- 
rine, 200,000; automobile and aviation, 
100,000; A&S, 100,000, and any other 
type 50,000. Required deposits are: 
Life, 100,000 pesos; fire and marine 
(when annual premiums do not exceed 
50,000 pesos), 50,000; accident and mis- 
cellaneous lines, 25,000 pesos. When 
annual fire and marine premiums ex- 
ceed 50,000 pesos the deposit required 
is 100,000 pesos. 

The kinds of investments in which 
insurance companies are permitted to 
invest capital and reserves are strictly 
controlled by Colombian law. Not only 
does the law specify the approved 
types of investments in which insurers 
may invest, but it also obligates them 
to invest 25% of their capital and re- 
serves in Colombian holdings, includ- 
ing treasury notes, and national, de- 
partmental, or municipal government 
bonds. 

Also, insurers are subject to income 
and property taxes levied on all busi- 
hess and a 2% premium tax is payable 
on all risks insured in Colombia. 

Of the companies authorized by the 
superintendency of banks to operate in 
one or more branches of insurance in 





Plan Use of Rocket in 
Fighting Cal. Forest Fires 


Demonstration has been made in 
California of a rocket-powered water 
bomb for use in fighting forest fires in 
favines, on ledges or in otherwise in- 
accessible places. Weighing 97 pounds, 
he device contains 8% gallons of ex- 
tinguisher foam and travels 200 feet 
per second. It can spray an area about 
40 feet in diameter and has an effec- 
tive range of 400 yards. 





Springfield F.&M. has appointed 
rge M. Giles manager for produc- 
tion and service in Ohio. 


Colombia, 29 are Colombian and 27 
foreign. The foreign insurers include 
10 British, eight U.S., four Canadian, 
two Swedish, two Italian, and one 
Swiss. Twenty of these have been op- 
erating in the country for more than 
10 years. 

Premium income of all companies 
for 1954, the latest year for which a 
total figure is available, was around 
108 million pesos—38.8 million life, 23.2 
million fire, 22.7 million marine, 9.8 
million automobile, 878,000 burglary, 
4.3 million fidelity and surety, and 7.6 
million miscellaneous. Foreign insurers 
alone wrote 11.4 million life, 8.3 mil- 
lion fire, 4.9 million marine, and 1 mil- 
lion automobile. 


Real PR Program by 
Stock Fire Business 
Is Seen as Dire Need 


A field man subscriber writes: 


Your editorial in the July 4 issue 
confirmed several things which I had 
been thinking for some time relative 
to our business. One is the tremen- 
dous lack of real public relations effort 
by the business to explain itself, its 
uses, and its benefits to the American 
public. The other is that so many of 
the older men in our industry are used 
to doing business in a given and pre- 
scribed manner that they see no rea- 
son for change even though the writ- 
ing has been written in huge letters 
all over the wall for years. 

The last paragraph in the editorial 
states that “the fire business clearly 
shows the need of a good deal more 
public education, etc.” I have in the 
past found it extremely irritating that 
whenever a major disaster strikes in 
any section of the country, it isn’t 
till four or five weeks after the dis- 
aster, and then on page 19 or 20 of the 
newspapers in a small two inch by one 
inch column article that we find that 
insurance paid for 70 or 75% of the 
total losses. This is the kind of pub- 
licity that would do our business more 
good than anything else, at the time 
of the disaster, and it belongs where it 
can be noticed by all. Good and con- 
tinuing public relations woul see that 
the subject is prominently displayed. 
There is absoluely no reason why the 
insurance industry should continue to 
take a back seat to others simply be- 
cause of a lack of coordinated effort to 
romance our business to our custom- 
ers. The answer is simple, the rewards 
will be gratifying. 


I would be delighted to see the fire 
insurance industry get out from behind 
its solid oak desks and form an active 
public relations committee who will 
spend some money to let the American 
public know how insurance affects 
them every day in ways in which 
no other product ever has or 
ever will do. I point, incidentally, to 
the State Farm group advertising cam- 
paign wherein they nearly always 
pound on the great benefits available 
from doing business with them. No one 
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“SORRY- WE DON'T GIVE RATE 
INCREASES HERE —JUST DECREASES!” 





can argue the success of their meth- 
ods. 

I have just about come to believe 
that unless the stock segment of this 
business quits talking about all the 
things they would like to do and starts 
doing some of them, particularly the 
education of prospective customers, it 
is going to continue to drop backwards 
while the direct writers and those with 
the more aggressive, modern, and cur- 
rently successful approach move 
ahead. Having come into the industry 
about five years ago from another 
field, hardly a week goes by that I 
am not tremendously amazed at the 
amount of talk about this or that, which 
all agree is wrong and should be cor- 
rected, but nothing is done. 

Our segment of the business is doing 
little to attract young men, and this 
too is partly the fault of insufficient or 
crummy, but in many cases nonexist- 
ant, public relations. 


What the business needs is for its 
executives to adopt and execute an 
advertising and public relations cam- 
paign which will leave little doubt in 
anyone’s mind as to the best way 
of doing business. Otherwise, we are 
going to continue on the downgrade 
and watch as the more aggressive 
members of the business, the direct 
writers and their associates, move 
ahead. 


Program Ready for Annual 
Convention of Vt. Agents 


The program of the annual conven- 
tion in Fairlee Sept. 16 of Vermont 
Assn. of Insurance Agents will feature 
an agents forum with R. C. Shipley, 
manager of National Bureau of Casual- 
ty Underwriters at Portland, and Sam- 
uel J. Hatfield, manager of the Ver- 
mont division of New England Fire 
Insurance Rating Assn., Burlington. 


Leslie A. Burton, assistant secretary 
of American Fidelity, will discuss bond 
production for agents, J. Homer Donica, 
assistant secretary of America Fore, 
will talk on the industrial property 
form, and James R. Mackay, resident 
vice-president of Fireman’s Fund 
group at Boston, will take a look at 
“the Vermont agency.” 

The banquet that evening will be 
preceded by a social hour. Gov. John- 
son and Commissioner Miller will take 
bows. 





Houston Buyers Hear WC Talk 


Houston Area Insurance Buyers 
Assn. at the August meeting heard L. 
W. Gray, Texas Manufacturers Assn., 
discuss effects of recent amendments 
to the Texas WC act and review the 
role of his organization in insurance. 
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SCORE TWICE 


with this important, low-cost 


SCHOOL CHILD 
ACCIDENT POLICY 


(issued through school system) 
SCORE with service to your clients by mak- 
ing this protection available in your 
area... 


SCORE in earnings with this popular, profit- 
able policy! 


PAYS BENEFITS OF UP TO 


$3,000 $1,500 $7,500 
FOR ALL MEDICAL FOR ACCIDENTAL FOR LOSS OF 
EXPENSE (EVEN DEATH LIMBS OR SIGHT 
DENTAL TREAT- 
MENT*) FOR EACH 
ACCIDENT 





*dental expenses paid according to schedule of pay- 
ments outlined in policy, limited to injury of whole, 
sound and natural teeth. 


EXCEPTIONS: Warfare, bacterial infections, sickness, 
disease, cost of eye-glasses or prescriptions therefor, 
suicide, hernia and any loss covered by other in- 
surance. 











This is the famous AMERICAN PROGRESSIVE policy 
that covers student for WHOLE CALENDAR YEAR 
including summer session . . . on school premises 
and grounds on regular school days under school 
supervis'on ... on stipulated school-sponsored activi- 
ties ... athletic contests or physical education except 
football (not interscholastic sports in New York). 

GENERAL AGENCIES AVAILABLE IN: New York, Pennsylvania, Ohio, 


Florida, Colorado, Kentucky, Maine, Delaware, Vermont, 
Alabama and Indiana. 





Write or call for full details and literature 
AMERICAN PROGRESSIVE 
HEALTH INSURANCE COMPANY 
OF NEW YORK 


20 East First Street, Mount Vernon, N. Y. 
OWens 9-4300 

















einsurance 


Casualty, Fire, Marine, Miscellaneous 
Pro-Rata—Quota Share—Excess Loss 
Treaty and Facultative 
Excess Covers Including 
Steam Boiler, Fleet, Motor Cargo, Aggregate, 
Liability, Workmen's Compensation 


DOMESTIC AND FOREIGN MARKETS 


EXCESS UNDERWRITERS, INC. 


Howard E. Mankin, Executive Vice-President 
175 W. Jackson Boulevard, Chicago, Ill. 
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Dooley Tells Lawyers How to Win Large Awards 


(CONTINUED FROM PAGE 1) 





parts: A statement of the jury’s func- 
tions and its responsibility; the issue 
involved, including a statement of the 
amount sought; a discussion of all the 
facts touching on the question of dam- 
ages including prior activities and 
health, the occurrence which caused 
the injury, and the subsequent con- 
ditions of ill-being and _ disability; 
consideration of the proper elements 
of damage and the application of each 
element to the evidence, and a force- 
ful conclusion. 


He said the jury must be made 
conscious of the delicate ground it 
occupies and the power it possesses 
plus the fact that all persons have 
certain prejudices. The jury should 
know that to overcome these char- 
acteristics the law has assembled a 
group representing cross sections of 
life, diversified environments and 
even different biases. He even sug- 
gests putting jurors on their oaths, so 
to speak, by recalling the binding 
character of the answers made by 
them on examination. This is effec- 
tive. 

Tell the jurors how much the plain- 
tiff has sued for, he advised. Other- 
wise the jury will be unable to follow 
the advocate. However, this should be 
stated so the jury knows it is but a 
suggestion—that it will be up to the 
jury to decide whether the damages 
warrant the sum sought. 

A safe rule is, he said—the larger 
the sum sought, the more softly it 
should be spoken. Many jurors who 
eventually return a large verdict are 
at first shocked on hearing the 
amount. They are not accustomed to 
thinking in such large terms. But they 
can be convinced by the argument of 
counsel. 

Where the only issue is the amount, 
with the defendant admitting liability, 
counsel must always be careful to 
avoid assisting the defense in creating 
the impression that plaintiff’s de- 
mands are unreasonable, he warned. 
The surest way to assist the defend- 
ent is to seek a sum that is so large 
that it cannot be justified. 


As to evidence, can a defendant, by 
admission of liability, foreclose the 
plaintiff from showing the facts and 
circumstances under which the injury 
was sustained? To appreciate the 
meaning of the injury, the jury must 
know how it was inflicted—whether 
plaintiff was brought to his knees by 
a slow moving automobile or thrown 
50 feet by a vehicle traveling 60 
miles per hour. He said authorities 
generally hold that admission of li- 
ability does not foreclose proof of facts 
touching on the character of the in- 
jury. A strong record is made for 
plaintiff when prior good health and 
activity can be shown. There may be 
subsequent accidents, which show the 


far reaching effects of the original 
injury. He emphasized that every in. 
jured person is entitled to recover for 
deprivation of the privileges and en- 
joyments common to men of his class, 
Consequently, the plaintiff’s advocate 
brings out all the prosaic but simple 
pleasures of life which injury can 
take from a person: Ability to get 
about, which means independence go 
valuable to persons of advanced age, 
shopping, or even taking a simple 
walk. He suggested the presentation 
of a vocal portrait with no important 
detail omitted will have a strong ef- 
fect on the jury. 

In addition to the physical disabil- 
ity, there is pain and suffering. How 
show this? Many take the injured 
person from the date of the accident 
up to the date of trial and seek to 
place a certain sum on each hour or 
24-hour period. Then, if the injury is 
permanent, they proceed to project 
future pain and suffering over the 
life expectancy, and calculate go 
much for each day or week or month. 
This method has been approved by 
the courts. 


The objective of the advocate, Mr. 
Dooley went on, should be to make 
the jury appreciate the injury as if 
they had sustained it—by effective 
illustrations and figures of speech. 

Also, he said, medical and hospital 
expenses are a factor. To date these 
are known, but all future medical 
and surgical expenses should be de- 
veloped as far as the law of the case 
will allow. After all, the common law 
system provides for only a single re- 
covery. One cannot, as in equity, re- 
cover separate damages for a con- 
tinued nuisance and a repeated tres- 
pass. Consequently, it is the duty of 
plaintiff's advocate to explore the 
case to provide for conditions reason- 
ably certain to result in the future, 
“without of course going into the realm 
of the speculative.” 

Mr. Dooley suggested that the con- 
clusion should not be “cold or indiffer- 
ent.” It should be something “that 
will inculcate in the jurors a desire to 
remedy in all aspects the particular 
wrong.” This is, he said, the place for 
any demonstration of vigor. 


In his analysis of the wave of large 
verdicts which has engulfed the coun- 
try, Mr. Dempsey made several strong 
points. 

As presently constituted and ad- 
ministered, the courts have _ been 
called counting houses, trading posts 
and adjustment bureaus. It is about 
time the judges ceased to be collec- 
tion agents for claimants. Not every 
plaintiff’s case has monetary value, 
and jurists should quit insisting that it 
does. 

Instead of abolishing the jury sys- 
tem, it should be strengthened, Mr. 
Dempsey declared. The firmest pil- 
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lars of the American system of gov- 
ernment are the ballot box and the 
jury box, and neither should be im- 
paired nor impeded. A compensation 
system for all personal injury cases 
“would, in time, push us over the 
cliff into the abyss and morass of so- 
cialized insurance. It could prove the 
death knell of the casualty insurance 
enterprise in this country.” He sug- 
gested that verdicts are going even 
higher, that the insurance business, 
long recognized as a Colossus, actually 
has become a Croesus. 

He believes that “we are going 
through a cycle. For a long time the 
pendulum was at the bottom. It is 
now swinging to the apex. It will 
find its proper level when it is 
brought home to the American peo- 
ple, by and large, that they are pay- 
ing the bill,” that compassion can be 
combined with common sense, and 
that the courts are maintained for 
justice and not for charity. He 
warned lawyers not to take ill ad- 
vised measures that would destroy the 
judicial system. However, he remind- 
ed, a verdict, no matter how substan- 
tial it may be, may not be exorbitant 
or excessive. 

It is quite the vogue today to say 
that courts are outmoded and anti- 
quated, Mr. Dempsey said, and to ad- 
vocate drastic revision, renovation 
and reform. Some have proposed aboli- 
tion of jury trials in negligence ac- 
tions on the pretext there is far too 
great delay in jury trials of tort is- 
sues, particularly those involving au- 
tomobile accidents. There is the im- 
plication that a trial without a jury 
would not only be more efficiently 
conducted but would result in more 
evenhanded justice. The inference 
here is that one skilled in law is bet- 
ter able to reduce to dollars and cents 
the price which should be imposed 
upon another whose negligence has 
caused a personal injury or death. 

However, Mr. Dempsey warned, the 
province of judges in the past has 
been usually devoted to issues of law. If 
they are delegated the final deter- 
mination of issues of fact, it is a short 
step to a tribunal or administrative 
body which follows fixed formulae as 
to kinetics, logistics, and the laws of 
physics with respect to momentum, 
inertia and velocity, in an effort to 
make law an exact science. This is 
only one step away from cataloging 
and proscribing damages within fixed 
limits. 

As to pretrial, he said there is hard- 
ly a case discontinued or dismissed 
without some payment of money. Yet 
all litigation is not meritorious. Judges 
should stop being collection agents 
for claimants, he declared. The heat 
in pretrial is always directed at the 
defendants. When the judge concludes 
that the plaintiff has no case, invar- 
iably he turns to the defendant’s at- 
orney, points out that it will cost him 
$500 to $1,500 to defend the case, 
tomments that the attorney is there 
mnly to save money, and urges him to 
put his trial expenses on the line and 
settle the case. 

No payment of any kind should be 
nade in a case that is wholly without 
merit, Mr. Dempsey argued. Fewer 
spurious cases would be _ instituted 
ind there would be less of a case load 
if judges recognized that defendant 
as well as plaintiff is entitled to ju- 
licial protection. 

Seeking the cause of mountainous 
verdicts, Mr. Dempsey turned to ju- 
ties. He dismissed the idea that the 
addition of women to juries has in- 
treased jury profligacy. Also he 
loubts that the fact that unanimous 
erdicts are no longer required in 


many jurisdictions has much effect in 
raising verdicts—actually it has elim- 
inated many retrials caused by a sin- 
gle stubborn juror. All litigants would 
suffer if there were eliminated the 
safety valve of 12 men and women 
deciding the issues of fact and of 
damages under the leveling influence 
of judicial purview and review, he 
declared. He strongly criticized the 
widespread habit of persons who seek 
to be and get excused from jury ser- 
vice. 

What about arbitration and com- 
pensation courts? He thinks there 
should be no veering from the judicial 
process in matters of such magnitude 
as consideration of the value of ser- 
ious personal injuries or of human 
life. The next step beyond arbitration 
is some administration similar to 
workmen’s compensation, which 
would inevitably eliminate courts in 
personal injury cases and eventually 
result in compensation for all injury 
regardless of negligence. 

“All that can be said for its (work- 
men’s compensation) benefits is that 
they are better than none at all,” Mr. 
Dempsey remarked. 

Perhaps the very bigness of the in- 


surance business has contributed to 
the tremendous rise in jury verdicts, 
he suggested. While insurers are 
greatly concerned and properly so 
with the inflationary outlook as re- 
spects jury verdicts, they are usually 
private enterprise of great substance. 
The stability of the business has been 
due to some degree to its bigness and 
its vast expansion in insurance and 
investments. 

Insurers long have advertised the 
great extent of their resources and 
operations. He recalled that several 
years ago a case was settled for $35,- 
000. The insurer had the check pho- 
tostated, which was a twist because 
it is plaintiff's counsel who is sup- 
posed to photostat large checks and 
then discreetly display them. How- 
ever, here the check was photo- 
graphed, a cut made, and full page 
advertisements published in newspa- 
pers. Under the reproduction of the 
check was a message in bold type, 
“could you write a check for $35,000?” 
the details of the settlement were ful- 
ly reported in the ads. The business 
which the company thus obtained 
more than compensated it for the loss 
on that particular risk. 








Does the answer to large verdicts 
lie with trial counsel, Mr. Dempsey 
asked. Are plaintiff’s attorney’s more 
capable and learned? True, many of 
them are men of marked ability and 
manifest accomplishment. Many, he 
said, came from the offices of defense 
counsel because they envisioned green- 
er pastures, and “there is invariably 
far too great disparity between the re- 
muneration paid plaintiffs’ trial coun- 
sel and the defendants’ trial counsel 
in a given trial.” But defendants can 
obtain the service of the most emi- 
nent, erudite and effective laywers in 
the country. 

Inflation has had its substantial ef- 
fect, he said. Also, this is an age of 
handout and giveaway, and the big 
money quiz programs have influenced 
the public’s idea of how much is a lot 
of money. Persons who are injured 
and unable to support themselves or 
their families would, unless awarded 
substantial amounts in court, become 
community charges. 

Whatever the causes of big verdicts, 
Mr. Dempsey thinks they may get 
bigger. For example, compulsory auto 
in New York may increase the size of 

(CONTINUED ON NEXT PAGE) 


“I wish I had started sooner...” 


says Broker Mildred Finklestein shown here with 
clients Ely Kalish (1) and George Herbst (r). 


“T’'ve been brokering with Prudential for almost two years 
now, and the more business I do with them, the more I 
realize that Life sales are both easy and profitable. For 
instance, just a few weeks ago, Don Hankinson, Associate 
Manager of Prudential’s Brooklyn office, helped me write 
key man insurance on Ely Kalish and George Herbst. 


“This was a case I wouldn’t have attempted two years ago. 
But now, with Prudential help, I never hesitate—I look 
on my life insurance cases as truly rewarding, both pro- 
fessionally and financially. 

“Prudential’s Brokerage Service makes Life a pleasure. 
And no matter how much help I receive from Prudential, 
I still get the FULL commission. 

“My only regret is that I didn’t start doing business with 
Prudential sooner.” 
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(CONTINUED FROM PRECEDING PAGE) 
verdicts there, and this increase in 
size would have its effect elsewhere. 
It has become the practice in metro- 
politan New York to sue for $1 mil- 
lion or more. These sums are pub- 
lished as news. Bar associations are 
studying whether institution of causes 
of action for such unrealistic amounts 
is an abuse of process. He wondered 
if it would be profitable to omit any 
specified amount in the prayer for 
damages unless a figure has to be set 
down for jurisdictional purposes. Cer- 
tainly the relationship between the 
amounts requested and those subse- 
quently obtained by verdicts is often 
so far apart as to be almost irrecon- 
cilable. He noted the penal charac- 
ter of some verdicts, such as the one 
for $450,000 against the Long Island 
railroad for one injury because of 
public resentment against the rail- 
road and its management. This ver- 
dict was felt by the railroad and ex- 
cess insurers and reflected in higher 
fares and increased excess rates. 


A Boston judge claims this is a 
claim minded generation and that a 
jackpot method is followed in han- 
dling claims. The same jurist notes 
that the widow of a man employed by 
a trucking concern gets $15,000 for 
his death while the widow of a 
switchman killed in a nearby freight- 
yard gets $140,000. The same Congress 
that gave a soldier who has lost both 
arms in Korea $200 a month so leg- 
islated that a fisherman who suffered 
similar injuries on his job obtained 
an award of $160,000. 

But Mr. Dempsey believes that a 
verdict of $5,000 in one case may be 
excessive and one of $250,000 in an- 
other case may be inadequate. It is 
not the size of the verdict which 
should cause concern so much as the 
payment of large sums for trivial, 
minor or inconsequential injuries. 

He wondered if counter-publicity 
in newspapers might be effective but 
doubts it. Because plaintiff attorneys 
publicize large verdicts, possibly de- 
fendants should importune the news- 
papers to publicize verdicts of no 
cause of action or verdicts in small 
amounts, particularly when they are 
disproportionate to the amounts al- 
leged. 


He observed the newspapers have 
adopted the policy of seldom publi- 
cizing libel actions, and do not call 
attention to themselves even when 
the verdict is in favor of the news- 
paper sued. This refusal to dissem- 
inate the news concerning libel un- 
doubtedly has paid dividends to the 
newspaper business inasmuch as 
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Nuclear Booklet for 
Agents, Insured Is 
Published by Chubb 


A brief, non-technical survey of in- 
dustrial nuclear science with special] 
emphasis on radiation and other haz- 
ards, Nuclear Industry Hazards, has 
been published by Chubb & Son. The 
booklet is for the information of 
agents and insured and may be ob- 
tained from Chubb & Son at 90 John 
street, New Work City or any of its 
branches. 

The booklet provides background in- 
formation on the booming nuclear in- 
dustry. The revolutionary uses of 
atomic energy are bringing with them 
many new types of insurance expo- 
sures because of hazards to the pub- 
lic, employes and property. 


The publication grew out of a semi- 
nar on nuclear industry hazards held 
last October at Chubb & Son’s head 
office for the firm’s executives and 
underwriters. The forum, first of its 
kind ever arranged by a major insur- 
ance organization, was conducted by 
scientists from Walter Kidde Nuclear 
Laboratories, consultants on industri- 
al uses of atomic energy. Summariz- 
ing topics of the seminar, the booklet 
deals with the nature of radiation and 
its potential dangers. It also illus- 
trates and describes the operation of a 
nuclear reactor, with its elaborate, 
triple-checked safety precautions. 

Atomic Energy Commission rec- 
ords indicate that the nuclear indus- 
try is a low risk occupation. But Karl 
H. Puechl, manager of Kidde’s theo- 
retical department and author of the 
pamphlet, details the possible devas- 
tation which could follow a major nu- 
clear catastrophe. 


N. Y. Office of N. Y. Dept. 


to Move to 123 William 


“The New York department, which 
has occupied offices at 61 Broadway, 
New York City, since 1940, is going 
to move to three floors in the new 
26-story air conditioned building now 
nearing completion at 123 William 
street. 

The department will take possession 
of the new quarters in late October. 








many potential libel suits do not get 
filed. 

He emphasized that jurors must be 
made to realize that sooner or later 
they themselves will be made to foot 
the bill. It must be clearly shown 
that the repercussions of a prodigious, 
gigantic and excessive verdict are felt 
by everyone throughout the commun- 
ity. 
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Fireman’s Fund Group 
Has Small Net Gain in 
First Half of 1957 


Fireman’s Fund group had a net op- 
erating gain of $50,000 for the first 
half of 1957, compared to a net loss of 
$8,107,000 for the same _ period last 
year. Included are an underwriting 
loss of $5,542,000, net investment in- 
come of $5,527,000 and a gain of $65,- 
000 on sales of investments. 

Premium writings for the six month 
period totaled $106,081,000, a 2.2% de- 
crease over the corresponding period a 
year ago. Unearned premium reserves 
increased $4,857,000 and loss reserves 
declined $612,000 since the end of 
1956. 

As of June 30, Fireman’s Fund re- 
ported total admitted assets of $454,- 
144,000, reserve for unearned premi- 
ums of $181,058,000 and reserve for 
losses and loss expense of $105,323,- 
000. Cash totaled $12,664,000. Securi- 
ties totaled $370,216,000. Sharehold- 
ers’ equity, on the 3,000,000 shares 
outstanding including 35% of the un- 
earned premium reserve, was $67.63 
per share. 

Commenting on underwriting re- 
sults, President James F. Crafts said: 
“A high frequency of claims continued 
in both the property and liability in- 
surance fields. Relief from these un- 
satisfactory conditions can only come 
through an upward adjustment of 
rates. Progress can be recorded in the 
industry’s efforts, which we have been 
actively supporting, to obtain higher 
premium levels. Corrective measures 
must be speeded up if we are to meet 
rising loss and claim costs which are 
essentially the result of inflation.” 





Camden Fire Opens New 
Buffalo Office with Durant 


Camden Fire has established a new 
service office in Buffalo. Weston J. 
Durant has been appointed state agent 
and will make his headquarters at 
1116 Walbridge building, 43 Court 
street. He formerly was a_ special 
agent of Firemen’s Fund traveling the 
Buffalo field. 


Southwest CPCU Seminar 
Lectures Are Published 


The lectures given at the casualty 
and property insurance institute held 
on the Dallas campus of Southern 
Methodist university June 12-14 un- 
der the sponsorship of the southwest 
chapter of CPCU are now available in 
book form. 

Edited by Frank A. Young, insur- 
ance seminar director of the univer- 
sity insurance department, the book 
includes institute lectures, questions 
and answers on federal flood insur- 
ance, commercial merchandise float- 
ers, legal aspects of an agency, the 


Aes yy . 


SINCE 1797 


problem of establishing insurable val- 
ues, insurance problems of the oil in- 
dustry, Lloyds, homeowners and ten- 
ants policies, the comprehensive 
dwelling policy, highly protected risks 
and rating plan, automobile for the 
individual car owner, nuclear energy 
liability and excess lines. 

Priced at $3, the book may be or- 


dered from Director of Insurance 
Seminars, Southern Methodist univer- 
sity, Dallas 5. 





Organize at McMinnville, Ore. 
Agents in McMinnville, Ore., and 

vicinity have organized Yamhill Coun- 

ty Insurance Agents Assn. and have 


elected Harold Talley president, Jo- 
seph Yackey vice-president, and Floyd 
Bunn secretary-treasurer. 





Yakima County (Wash.) Insurance 
Assn. has elected Everett H. Terril 
president, Robert Tenney Jr. vice- 
president and John C. Braun secre- 
tary-treasurer. 
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Ohio Farmers Companies 


OHIO FARMERS INSURANCE COMPANY - Chaves {S438 | 
OHIO FARMERS INDEMNITY COMPANY 
LeRoy, Ohio 
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MICHIGAN SURETY COMPANY is looking for bond 
producers and will PAY MORE for the business. 
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Lansing, Michigan 
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Fire Situation Is Dismal in Canada Also 


Lawrence W. Blair, president of 
Federation Ins. Co. of Montreal, 
writes: 

The articles appearing in your 


weekly newspaper as respects the sit- 
uation in the fire insurance field today 
certainly do much to impress upon 
the general insurance executive the 
seriousness of the present outlook. 

In Canada, we are faced with a 
similar dismal outlook. In fact, the 
outlook is probably worse since pro- 
portionately the aggregate underwrit- 
ing losses are higher in Canada than 
in the United States. 

However, I have yet to find one 
executive who does not deplore the 
existing conditions. What is more 
amazing, however, is the apparent in- 
ability of the industry as a whole to 
realize that something must be done 
to take the business out of its unen- 
viable position. Even if, as it is some- 
times suggested, the continuation of 
underwriting losses will eliminate 
some companies from the market, the 
industry nevertheless must face up to 
the situation; otherwise it will be de- 
stroyed by its own competitive prac- 
tices. 

Over the years there has been con- 
tinual broadening of cover with com- 
paratively little time and effort spent 
on research to determine the feasi- 
bility of such extensions of cover, and 
at what rates they should be granted 
to permit a reasonable return for the 
service. 

It must seem rather inconsistent to 
the politician who hears the industry 
crying about its bad results and at 
the same time it is introducing new 
broad forms of cover. 

It seems to me that the salesman is 
placed in a position far above his im- 
portance, if we are in this business to 
make a reasonable return on invest- 
ment. Referring to fire insurance un- 
derwriting, I do not believe it is pos- 
sible to fix equitable rates in the ab- 
sence of a full average clause in every 
policy. Insured should not be the one 
to determine what his first loss pos- 
sibility might be and insure accord- 
ingly. From this point of view especi- 
ally it is easy to see the weakness of 
our present rate structure. 

For many years, the insurance 
brains of two continents have worked 
on the possibility of making available 
to the public on a broad scale insur- 
ance against flood damage. The ob- 
stacles in the way to making this class 
of insurance available on a universal 
basis are indeed difficult to surmount, 
as is very well known. But, is the sit- 
uation any different to providing in- 
surance against windstorms? Why 
should insurance against such a haz- 
ard as this be so lightly treated as to 
be merely one of a number of perils 
included in an extended cover en- 
dorsement to a fire policy? I think 
insurance men should be practical and 
realize that windstorm insurance must 
be regarded as a class by itself, and 
stand on its own feet, and, above all, 
should not be tied to the oldest class 
of business which we write. 

Proceeding without proper statistics, 


various kinds of forms have been in- 
troduced and almost immediately have 
proved to be unprofitable. 

It is doubtful if the introduction of 
various all risk covers, particularly in 
the so-called inland marine class, have 
achieved for the companies the good- 
will of the public as a whole. I think 
in a great many cases, insurance com- 
panies have actually put a premium 
on the carelessness of the individual. 
All of these competitive moves can 
hardly be calculated to increase the 
respect of the public for the business 
of general insurance, and especially 
when litigation is invoked in the in- 
terpretation of some complicated in- 
surance form. 


I believe that the general insur- 
ance business needs an_ actuarial] 
force, comparable to what we have in 
the life insurance business, and, in 
addition, a cost accounting system that 
will make it possible for the compa- 
nies to exert intelligent control over 
expenses and show exactly which 
lines are profitable or otherwise. Sure- 
ly we cannot proceed in these difficult 
days to make our companies strong to 
withstand catastrophes if we persist 
in trying to do so much in the dark. 

If we sell the security and service 
which we have to offer, at a loss, we 
can be sure of being regarded as fools 
by the public and not their benefac- 
tors. We have need to take a lesson 
from other large industries. In con- 
clusion, I would venture to say that 
if private insurance enterprise does 
not soon come into complete coopera- 
tion, it will receive a blow from which 
it will take a long time to recover. 


Do Agents Really Want to Advertise? 


A survey of producer attitudes to- 
ward the business was reported a few 
months ago by Stanford Research In- 
stitute at the request of Industrial 
Indemnity. A survey of this type does 
not pretend to be the final word. Yet, 
the conclusions of the survey, partic- 
ularly in those areas in which the 
agent answering the questionnaire did 
not feel he was “sticking his neck 
out,” are worthy of comment. For, in 
those areas there is a good chance of 
honest, considered evaluations which 
can be relied upon as indicative of the 
attitude of other agents. 

One interesting question is this: 
Roughly 53% of the producers indi- 
cated that they would probably do 
more advertising if insurers offered a 
cooperative advertising plan. Why 
should this be so? In other words, 
why would producers do more adver- 
tising under a cooperative plan than 
on their own? The question is not as 
naive as it appears. There is growing 
evidence that many agents won’t ad- 
vertise unless someone else dees it for 
them. 

Some producers require the finan- 
cial assistance that a cooperative plan 
would provide, but in reality, in these 
times, this number should be few. 

Perhaps producers advocate a coop- 
erative plan because they want com- 
pany support in the form of company 
furnished materials: Newspaper mats, 
direct mail pieces, etc. However, this 
does not seem plausible because more 
and more companies are providing 
just this type of material, and those 
companies that do not will usually 
work with an agent in mapping out 
an effective program. 

Undoubtedly some agents are sim- 
ply afraid to advertise because they 
know very little about it, and there- 
fore avoid it. An impressive 37% of 
the producers who completed the 
Stanford questionnaires indicated that 
they wanted help with their advertis- 
ing problems. If this is true, it seems 
that what is needed is a lot more edu- 
cation on the subject of advertising. 

However, there is one other factor— 
many agents use the lack of a com- 
pany-agent cooperative advertising 
plan as a convenient excuse for being 
uninterested in advertising at all. 
Often these agents provide enough in- 
ertia to keep potential cooperative 


programs on the ground, or substan- 
tially reduce the effective flying dis- 
tance of those that take off. 

Advertising in and by itself is not a 
panacea for the competition facing the 
independent agent these days. Many 
well-informed insurance men do feel, 
however, that it is one very potent 
tonic. The point is that any agent 
worth his salt who feels that adver- 
tising is the solution to many of his 
competitive problems but puts off do- 
ing any until a company-engineered 
and financed program comes along is 
harming himself and his future most 
of all—Robert C. Dauer, assistant 
editor, FC&S Bulletins. 


PERSONALS 


Alfred C. Wynne, who has recently 
been appointed head of the cargo 
marine depart- 
ment at Chicago 
for Stewart, Smith 
(I11.), for the past 
20 years has been 
a senior executive 
with leading 
Lloyds’ brokers in 
the middle east. 
He left the middle 
east following the 
Suez crisis. The 
new cargo marine 
department will be 
located with other 
Stewart, Smith (Ill.) Inc. offices on 
the entire 39th floor of the Board of 
Trade building. 














Alfred C. Wynne 


George R. McCoy, partner in the 
McCoy & Harper general insurance 
agency in the Board of Trade building, 
has tossed his hat into what has been 
described as a “red hot” race for alder- 
man of Chicago’s 19th ward. The elec- 
tion, which takes place Sept. 17, is a 
special one to fill the vacancy created 
by the death of Alderman McKiernan, 
a Democrat, who died suddenly in May. 
Mr. McCoy has been in the insurance 
business for about 12 years, but it is 
his first venture into Chicago politics. 
He is running as an independent. 


George H. Menefee, management 
consultant of Baton Rouge, La., and 
former chairman of the Louisiana cas- 
ualty rating commission is on a month’s 
business trip to England and Europe. 
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DEATHS 


CHARLES CLARK, 71, local agent 
of Decatur, Ill. died after a long ill- 
ness resulting from a heart attack last 
November. 


WILLIAM H. PRYOR, 82, retired 
Chattanooga agent and a veteran of 
36 years in the business, died at his 
home there following a long illness. He 
entered insurance in 1900 and retired 
last year. 


HARRY L. OHLMAN, 55, Wilkes- 
Barre agent, died at his home in Dallas, 
Pa. Following 31 years of association 
with Thompson Derr & Co., he estab- 
lished his own agency in 1954. 


RALPH L. BROWNE, 55, claims 
manager at Milwaukee for Standard 
Accident since 1951, died there after a 
month’s illness. He was immediate past 
president of Milwaukee Claims Man- 
agers Council. 


FRANK C. HARVEY, 81, a director 
of Employers Re, died at Kansas City 
after an extended illness. 


JOSEPH C. BENNETT, 69, 
agent of Louisville, died. 


GERRARD S. LEE, 48, vice-presi- 
dent and secretary of Metropolitan 
Fire of New York and secretary of 
Transatlantic Securities of Hartford, 
died. 


SAMUEL I. PRESTON, 58, vice- 
president and a director of General 
F.&C., died. 


JAMES C. JAMIESON, 49, local 
agent at Blairstown, N. J. died in New- 
ton Memorial hospital. At one time he 
was a field man of National Liberty, 
Merchants of New York and Excelsior. 


EDMUND H. DRIGGS, 62, vice-pres- 
ident of Marsh & McLennan at New 
York, died. 


LEONARD L. HARDING, 77, died 
of a heart attack at his home in Mil- 
ford, O. Mr. Harding had been in the 
agency business in Milford for 56 
years, more recently in partnership 
with his son, L. L. Harding Jr. He was 
He was the first president, in 1949, of 
Claremont County Assn. of Insurance 
Agents. 


RALPH B. SMITH, assistant man- 
ager of the Hartford branch of Fidel- 
ity & Deposit, died at his home in 
Wethersfield, Conn., following a long 
illness. He became assistant manager 
at Hartford in 1948, after 18 years of 
service with the company’s Boston of- 
fice. 


FRED F. SMITH, 65, for 40 years 
manager of General Accident F.&L. 
it Indianapolis, died in Methodist hos- 
pital there. 


WILLIAM S. HOUCK, 80, general 
agent of Cleveland and a member of 
Cleveland Board, died. 


C. ARTHUR KULP, 61, dean of 
Wharton schodl, died at Univer- 
sity hospital in Philadelphia. He 
vecame chairman of the department of 
Msurance at University of Pennsyl- 
vania in 1952 and dean of Wharton 
‘chool in 1955. 

At his death he was vice-president 
wf Casualty Actuarial Society. He was 
past president of American Assn. of 
University Teachers of Insurance and 
for a time was vice-president and 
thairman of the executive committee 
of American Academy of Political and 
Social Sciences. 

The author of several books, his text 
® casualty insurance is considered one 
of the authoritative books in that 
field. He initiated at Wharton school 





local 


one of the first courses, if not the 
first, on social insurance taught in the 
U. S. Later he served as adviser in 
the planning of the social security sys- 
tem now in effect. He was a member 
of the federal advisory council to 
U. S. Department of Labor and U. S. 
Railroad Retirement board. He helped 
set up unemployment insurance in 
Pennsylvania, New York, New Hamp- 
shire and Massachusetts. He lectured 
part time in economics at Columbia 
university, 1937 to 1950. 
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Auto Insurance Market Study Is Outstanding Work 
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The percentages of dissatisfaction are 
7 and 8% for manual rate and low- 
rate companies respectively. 

The greatest relative dissatisfaction 
with the low-rate insurers with re- 
spect to claims handling was reported 
by people who had filed claims 
against persons insured with such 
companies. About 30% of those who 
filed against a low-rate company—re- 
gardless of the type of company with 
which they themselves were insured— 
reported dissatisfaction with the way 
the claim was handled, as compared 
with 12% for manual rate companies. 
It should be borne in mind, however, 
that this dissatisfaction may not nec- 
essarily be translated into a negative 
attitude toward the low rates since 
the claimant, in buying his own in- 
surance, is essentially buying protec- 
tion for himself rather than insuring 
satisfactory settlement of claims filed 
by someone else. 

It appears unrealistic to assume 
that even with a price reduction mem- 
ber companies could compete on a 
price basis with low rates. Therefore, 
the most provocative avenue for ef- 
fective competition appears to be jus- 
tification of the price differential in 
terms of something concrete. The con- 
sumer findings indicate that car own- 
ers to date have not been provided 
with a specific, logical, understandable 
explanation of rate differences, ex- 
cept as such explanations favor the 
low-rate companies with their repu- 
tation for volume and efficiency, 

A specific feature for effective ex- 
ploitation may lie in the realm of 
claims handling rather than general 
talk of service. About half of insured 
have had some experience with filing 
claims, and the cleanest picture in 
this regard emerges for the manual 
rate companies. Thus, enough insured 
have had experience with filing claims 
to make the message meaningful. 

Further, when specifically ques- 


tioned about the monetary value of 
extra or better service, only a small 
proportion of insured stated that such 
service was worth nothing to them. 
One way of getting this claims 
handling message across to the public 
might be through agents and brokers, 
once this group is made familiar with 
the experiences of consumers in this 
regard. In this study, only 24% of 
those insured through agent-brokers 
reported that these men had volun- 
tarily explained why they were writ- 
ing insurance with a particular com- 
pany. If greater proportions of agents 
and brokers writing insurance with 
member companies could be induced 
to volunteer the fact that theY were 
doing this because of the faster claims 
settlement policies of such companies, 
customers of the manual rate compa- 
nies would have a concrete reason 
for staying with these companies. Al- 
so, since word of mouth appears to be 
an important vehicle for transmitting 
information about auto insurance, re- 
cipients of the message about the bet- 
ter claims’ settlement policies of the 
manual rate companies could be ex- 
pected to spread this information, thus 
somewhat offsetting the considerable 
word-of-mouth that is reportedly op- 
erating for the low-rate companies. 


It might be assumed, just on the 
basis of the length of time the various 
types of companies have been active 
in the business, that company repu- 
tation considerations would favorably 
affect the position of the manual rate 
companies. : 

There is no evidence that company 
reputation is a principal considera- 
tion among those who are insured 
through agent-brokers. Whereas about 
6% reported they were influenced in 
their selection of an agent-broker on 
the basis of his reputation, none of 

(CONTINUED ON NEXT PAGE) 
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(CONTINUED FROM PRECEDING -PAGE) 
those insured through agent-brokers 
reported they had picked their agent 
because they knew he _ represented 
specific companies with a good repu- 
tation. 

Further, only 12% of the group in- 
sured through agent-brokers raised 
questions concerning the company 
with which their insurance would be 
written. Rates were a major topic 
raised by this 12% of insured. Repu- 
tation of the company was also an 
important question—25% of those who 
initiated discussions about companies 
raised this consideration. This means 
roughly 3% of all those insured 
through agent-brokers were them- 
selves concerned with the reputation 
of the company with which their in- 
surance was being written. Questions 
about company reputation in these in- 
stances resulted in a favorable situa- 
tion for manual rate companies just 
as questions about rates favored the 
low-rate companies. In other words, 
if the consumer appeared to be inter- 
ested in company reputation, the 
agent-broker apparently found it 
easier to discuss a manual rate com- 
pany. 

It has also been pointed out that in 
about 24% of the contracts between 
insured and their agent-brokers, the 
agent-broker reportedly volunteered a 
discussion about the company with 
which he was writing the insurance. 
In half these cases, he talked about 
the reputation of the particular com- 
pany involved. Again these discus- 
sions of company reputation focused 
on manual rate companies rather than 
on other company types. 

Thus, about 15% of those insured 
through agent-brokers had their at- 
tention focused on company reputa- 
tion, either through their own interest 
in the subject or through the efforts 
of the agent-brokers. And, due to 
agent efforts, attention to reputation 
favored the manual rate companies. 

It may be that a substantial pro- 
portion of insured dealing with agent- 
brokers assume that they represent 
reliable companies and therefore the 


question of company reputation is not 
discussed more frequently. While this 
assumption may be valid, this study 
produeed no evidence to prove the 
point; none of insured who are doing 
business through the agent-broker 
stated they went to him because they 
knew he represented companies with 
good reputations. 

When the attitudes of insured with 
direct writers are considered, how- 
ever, the question of company repu- 
tation assumes perspective. In report- 
ing on their reasons for selecting a 
particular direct writer, about 19% of 
this group mentioned reputation of 
the company (or in the case of All- 
state the reputation of the parent com- 
pany) as a factor influencing their 
selection. 

It appears that only a very small 
proportion of those dealing with 
agent-brokers are concerned with 
company reputation. (Only 12% of the 
group are actively interested in any 
aspect of the company.) Thus, though 
the agent-brokers apparently consider 
it easier to sell manual rate companies 
on the basis of reputation, the conclu- 
sion must be drawn that to date the 
reputation of the manual rate compa- 
nies among the agent-broker frater- 
nity has not been transmitted to con- 
sumer thinking. Reputation of the 
member companies, therefore, cannot 
be considered a significant plus for 
the group in influencing consumers. 

On the other hand, the reputation 
enjoyed by the direct writers—partic- 
ularly those with low rates—appears 
to be considerable. It must be as- 
sumed that some of the recommenda- 
tions of low-rate companies by friends 
and neighbors deal with reputation so 
that the actual proportion who were 
influenced by the reputation of these 
direct writers is probably greater than 
the figures imply. 

From the standpoint of the consum- 
er, therefore, reputation appears to be 
a more active factor in the selection of 
a direct writer, primarily a low-rate 
company. Though more than half 
agent-brokers who discuss company 
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talk about reputation, usually favor- 
ing the manual rate companies, only 
24% of the agent-brokers reportedly 
explained the selection of the compa- 
ny at all. As in the case of service 
considerations, if greater proportions 
of the agent-brokers were to articu- 
late their attitudes about reputation 
to insured, the position of the manual 
rate companies would undoubtedly be 
enhanced, 

The survey indicates that the role 
of the salesmen employed by direct 
writers is an extremely important one, 
particularly in disseminating informa- 
tion about the particular company. 
About one-third of the direct buyers 
reported that the salesman represent- 
ing the company was a major source 
of their information about the com- 
pany. In addition, though evidence of 
selling efforts on automobile insur- 
ance is considerably more limited than 
on life insurance, about 5% of all in- 
sured specifically recalled that they 
had been contacted by a salesman for 
a low-rate company. This is five times 
as many as recalled having been 
called on by a salesman for a non- 


stock company, the company type 
ranking second in this regard. 
In contrast, about 2% of insured 


reported they had been contacted by 
an agent-broker who was selling his 
own automobile insurance services 
rather than any particular company. 
Less than 1% recalled having been 
approached by an agent-broker who 
specifically discussed a manual rate 
company. 
. . 7 

However, there is also evidence that 
the agent-broker uses his contact with 
the consumer, particularly those 
whose home fire insurance he has 
written, to sell automobile insurance. 
About 40% of homeowners who carry 
their automobile insurance through an 
agent-broker said he also handled 
some other form of insurance for 
them, principally home fire insurance. 
Since manual rate companies are at 
present the leading type written by 
agent-brokers, this effort on the part 
of agent-brokers probably favors the 
manual type companies. 

Consumer awareness of automobile 
insurance advertising is a result pri- 
marily of the advertising efforts of the 
low-rate companies. Though the con- 
sumer will rarely state that advertis- 
ing has been a direct influence in con- 
nection with any type of product or 
service, relationships between adver- 
tising expenditures and sales have 
clearly indicated that advertising 
awareness is an important factor in 
the position of a brand or company, 
On this basis, the conclusion must be 
drawn that the low-rate companies 
have benefited from their advertis- 
ing efforts. 


Specifically, 40% of insured report- 
ed they noted advertising for a low- 
rate company. This is roughly four 
times as many as recalled advertising 
for a non-stock company (10%) and 
eight times as many as remembered 
advertising for a manual rate compa- 
ny (5%). About 7% recalled having 
seen advertising for an agency as op- 
posed to a company. 

Usually, consumer studies reveal 
that the customers of a_ particular 
product tend to be aware of the adver- 
tising for that product more than non- 
customers and also more than for 
competing brands. In this instance, 
however, whereas insured with man- 
ual rate companies, non-stock compa- 
nies, etc., noted advertising for these 
company types more than the insured 
in total, all insured regardless of com- 
pany type reported awareness of low- 


rate company advertising by at least 
two to one. 

It may be that the advertising ef- 
forts of individual member companies, 
particularly along institutional lines, 
have not had the impact of the hard, 
specific price sell of the low-rate com- 
panies. Consideration might be given 
to joint advertising by the member 
companies, exploiting such themes as 
claims handling policies, the length of 
time they have been in business, ete. 
—in general attempting to create an 
aura of quality. 

Such joint advertising could also 
highlight the value of the agent- 
broker to insured in order, at least, to 
raise questions in the minds of con- 
sumers if indeed they are getting the 
same general service from direct writ- 
ers as offered by agencies. 

Word-of-mouth advertising is a po- 
tent factor in the selection of auto- 
mobile insurers, operating primarily 
in favor of companies other than the 
manual rate companies, For example, 
about one-fourth of direct buyers re- 
ported they had been influenced in 
their selection of a particular compa- 
ny by recommendations of friends, 
neighbors and relatives. Further, about 
one-third of those insured with direct 
writers said they obtained their infor- 
mation about the company from 
friends, neighbors or relatives. This 
would imply that insured with direct 
writers talk about their satisfaction 
with these companies, particularly the 
low rates, since almost 60% of the di- 
rect writers were classified as low 
rates. Apparently the combination of 
lower premiums and satisfactory serv- 
ice provides a ready topic of conver- 
sation. 

In contrast, when insured deals 
through an agent-broker, the word- 
of-mouth advertising usually relates 
to the particular agent-broker rather 
than to a particular insurer. Since the 
agent-broker writes the insurance 
with a manual rate company rather 
than another type in less than half the 
cases, according to the consumer find- 
ings, it follows that word-of-mouth is 
not contributing to the position of the 
manual rate companies. 


If the agent discussed the claims 
handling policies of member compa- 
nies, the reputation of these compa- 
nies, and other such features more 
often than he now reportedly does, 
perhaps some _ favorable  word-of- 
mouth could be built up for member 
companies. 

The number of premium payments 
made per year is not a factor affecting 
either favorably or adversely the po- 
sition of any particular company type. 
About two-thirds of those insured 
with low-rate companies reported 
making two payments, while two- 
thirds of those insured with compa- 
nies using manual rates said they had 
made one payment. But of both these 
groups, 96% said they were complete- 
ly satisfied with the way they paid. 

Consumers did not volunteer any 
pertinent information on policy for- 
mat but the Allstate policy has been 
read to a somewhat greater extent 
than the policies of manual rate com- 
panies. Among those who read poli- 
cies, Allstate’s was found easy to fol- 
low by greater proportions than poli- 
cies issued by other companies, 

The variations, however, are not 
big. For example, 70% of all insured 
said they had read or looked through 
their policies—67% for manual rate 
companies, 81% for Allstate and 75% 
for all other low-rate companies com- 
bined. But only 3% of those who had 
read the Allstate policy and found it 
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easy to follow commented on the fact 
that it was illustrated. 

The agent-broker is in a key posi- 
tion materially to enhance the posi- 
tion of the member companies. There 
appears to be considerable room for 
improvement in relations between in- 
surers and their selling organization, 
the agency system. 

The agent-broker findings reveal 
that the majority of the group may 
not be as vitally concerned over the 
bureau companies’ position in the au- 
tomobile insurance market as are the 
companies themselves. This is un- 
doubtedly due to a number of reasons 
including the fact that many of the 
agent-brokers’ attitudes are based on 
local conditions reflecting situations 
where “business was never better” 
and the fact that a number of agents 
are representing lower rate and mu- 
tual companies as well as manual rate 
companies in order to strengthen their 
own competitive position. 

. e e 

The majority of agencies included 
in this study are well founded in 
terms of their years in business, fa- 
cilities, and financial position. As may 
be expected, the smaller agents are in 
a less favorable situation, and among 
this group there were a number that 
are of questionable representation on 
the basis of “know-how,” facilities and 
financial strength. 

In addition to a number of the 
smaller agencies that have relatively 
poor representation even though they 
are “established,” there are numerous 
other agents who are selling insurance 
without a place of business or as a 
“sideline” to a full-time job. 

Among the majority of agencies 
studied, auto insurance represented a 
significant proportion of their busi- 
ness, However, in general, the pro- 
portion of automobile insurance in- 
come to total tends to reduce as the 
size of the agency increases. 

Most agencies have experienced an 
increase in the number of auto ac- 
counts over the past five years. Only a 
few agencies, however, believed they 
were keeping pace with the growth 
of the market in their area. Most 
pointed out that while they were not 
losing much business to direct writers, 
they were not getting their share of 
the increase in new business in the 
area, 

The agencies represent several com- 
panies. Large agents in particular 
tend to represent four or more com- 
panies. In some states such as Cali- 
fornia and Washington it is not un- 
common for the agencies to represent 
five or more companies. There are 
numerous reasons for this, including 
the opportunity to place certain risks, 
the fear of a repeat of two previous 
occasions in former years when some 
companies refused business, and the 
necessity of using mutuals and low- 
tate writers to strengthen their com- 
petitive position. 

The representation of mutual or be- 
low manual rate companies was found 
among 58% of the agencies studied 
and, in some states, as many as four 
out of five agents reported that they 
were selling these types of companies 
while representing bureau members. 
The practice of representing mutual 
or below manual rate companies is not 
confined to any one agency-size group, 
although 63% of the large agencies 
have these types of companies com- 
pared to 51% of the small agencies. 

About half of these agents are plac- 
ing 40% or more of their automobile 
Insurance with mutual or low-rate 
companies. In some states, this is 


higher. For example, among the 35 
agencies contacted in Iowa and Mis- 
Souri, 24 agencies represent mutuals 


and low-rate companies; of the latter 
group, 14 agencies place over 60% of 
their automobile business with these 
companies. The situation is almost 
identical among the 32 agencies stud- 
ied in Michigan. 

It appears that the practice of rep- 
resenting and placing considerable 
business with low-rate companies will 
continue to spread unless the competi- 
tive situation and relevant marketing 
factors change in the immediate fu- 
ture. 

The agents are doing what they 
think is essential to protect their own 
business interests in a highly compet- 
itive market. 

In case after case the agent tended 
to use the commission rate as a meas- 
urement of classification differential 
between companies. The amount of 
commissions paid by some companies 
varied considerably from that of oth- 
ers and without a uniform relationship 
between commission and functions or 
services performed. 

The agents’ selling themes are large- 
ly those of general counsel and claim 
service. Frequently, the phrase “I 
work for the client, not the company” 
was expressed, whereas another group 
reported they sell the prestige and 
reputation of the companies they rep- 
resent. On the basis of the consumer 
findings, it appears agents are correct 
in using the service theme. However, 
the more important aspect of service 
appears to be claim handling. It is in- 
teresting to note that 33% of the agents 
reported discussing the prestige and 
reputation of the company, compared 
to 15% of the consumers who reported 
that they discussed reputation of the 
company with the agent-broker as a 
result of the agent bringing it up (12%) 
or because the customer inquired 
about the company (3%). 

The agencies consider that they of- 





FIRE UNDERWRITING MANAGER 


to head fire and inland marine department 
of large managing general agency just 
purchased by multiple line stock company. 
Established business and personnel. offers 
opportunity for advancement in supervision 
of underwriting and production contract 
work. Full company benefits of retirement 
income and insurance. Approx. 30 to 45 
desired with 5 to 10 years or more experi- 
ence. 
Contact R. F. Miller, Vice Pres. 

Trinity Universal Ins. Co. 

L. C. Dobbert general agency 

611 N. Broadway 

Milwaukee, Wis. 


fer infinitely better service than direct 
companies, particularly in the areas of 
general service such as counseling on 
coverage, claim handling, credit ex- 
tentions, etc. Undoubtedly the agents 
do a superior job in these service areas 
which have appeal to the type of cus- 
tomer that represents a significant pro- 
portion of the agent-broker business. 
However, the degree that the agent- 
broker carries out these services for 
the majority of his customers could 
not be determined from the trade 


study. On the other hand, the consum- 
er study clearly indicates that the vast 
majority of customers of agent-brokers 
are satisfied with the service. The 
consumer study also shows, however, 
that about the same proportion, over 
90%, of the customers dealing direct 
are also satisfied with the service they 
receive. 

This is particularly important when 
it is noted that the customers dealing 
direct or with an agent-broker tend 

(CONTINUED ON NEXT PAGE) 











NOTICE 
Unaware shortage of executives, present 
employers making one available. 

12 years production and agency man- 
agement. Thorough knowledge all lines and 
markets. Capable, personable, honest and 
loyal. College graduate, C.P.C.U. and stiil 
learning. Worth $35,000, would like $25,000. 
Will take $15. 

Don't contact if new produciion would 
flounder staff. In that case, you need man- 
ager. Might consider. Old enough for son 
of 9. Wise enough not to argue the point. 
Humble enough to place all trust in God. 


Address Box W-41, c/o The National 
Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 








FIELDMEN WANTED 
Challenging opening for two ambitious, 
successful young men with insurance back- 
ground and proven sales ability to service 
Northern Illinois and Kansas City field 
area. Your association will be with an out- 
standing stock company with a unicue suc- 
cess story. Excellent future potential. Send 
full confidential resume to The National 


Underwriter Co., Box W-39, 175 W. Jack- 








son Blvd., Chicago 4, Ill. 


WANT ADS 








to make payment in advance. 


Rates—$20 per inch per insertion—1 inch minimum—sold in units of half-inches. Limit—40 words per 
inch. Deadline 5 P. M. Friday in Chicago office—175 W. Jackson Blvd. Individuals placing ads are requested 
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We need an ambitious man with an Engi- 
neering background—able to do fire rate 
work, helpful if he can do appraisals—will 
be used for these purposes and will be 
broken in as an accounts man to handle 
all lines. Prefer a college graduate under 
35. We have group insurance and a pen- 
sion plan. 

La Salle, with Peru adjoining and Oglesby 
near, is a pleasant and fine place to live, 
area population is about 30,000. Particu- 
larly, it is a place that parents would 
choose to raise their children. Drive to 
work in under 10 minutes. Get to know 
many fine people and be known. Salary 
is open. 


There are 22 churches, public and paro- 
chial grade and high schools, and a junior 
college in the community. 


Contact Emory B. Ross 
The Duncan Insurance Office 
La Salle, Illinois 








CASUALTY UNDERWRITER 


Wanted—Young men to head casualty under- 
writing section of fast growing multiple line 
Wisconsin mutual. Must have general liability 
and auto experience and be capable of making 
rate filings. Company is rated A-plus, is lo- 
cated in ideal city of 40,000. Employees get al! 
benefits. An excel!ent opportunity. Salary open. 
Write Box W-I5, c/o The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Ill. 








CASUALTY UNDERWRITER 


Excellent opportunity for college graduate age 
32 or under with general casuclty underwriting 
experience needed for servicing agency ac- 
counts. Large Midwestern city. Submit resume 
to Box W-20, c/o The National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Illinois. 


ATTORNEY 
Excellent Opportunity 
To succeed presently retiring Gen- 
eral Counsel for medium-sized insur- 
ance company in Chicago. Prefer 
man 30 to 45 with sufficient insur- 
ance background to handle rela- 
tions with State Insurance Depart- 
ments. Address application to Box 
W-37, c/o The National Under- 
writer Co., 175 W. Jackson Blvd., 
Chicago 4, Ill., giving complete 
personal and business details. Re- 
plies will be held in strict confidence. 








CROP— INSURANCE 
REGIONAL FIELD MAN 


For Dakotas and Minnesota. Good starting 
salary, Bonus, Company Car and Expense Ac- 
count. Give full details as te Age, Experience 
ond past salary. Address Box W-28, c/o The 
National Underwriter Co., 175 W. Jackson Bivd., 
Chicago 4, Ill 








FIELD REPRESENTATIVE 


for Michigan. Rapidly growing, Multiple Line 
Stock Agency Company with outstanding reputa- 
tion has an opportunity for an aggressive, en- 
thusiastic experienced man interested in his 
future growth. Top benefits. Write in full to 
Box W-40, c/o The National Underwriter Co., 
175 W. Jackson Blivd., Chicago 4, Ill. 








CLAIM EXAMINER 
New York home office. Automobile and 
General Liability experience. Salary open. 
Send résumé of experience to: Box W-32, 
c/o The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill. 








DESIRES CONNECTION 


Large management and General Agency conmw 
pany desires connection with a company writing 
Casualty, Long-Haul or Aviation Insurance in 
Indiana. Write Box W-29, c/o The National 
Underwriter Co., 175 W. Jackson Bivd., Chicago 
4, Illinois. 


WANTED—BRANCH MANAGER 
OR COMPARABLE POSITION 
12 years' underwriting and field experience 
primarily casualty—married—age 35—will relo- 
cate. Write Box W-33, c/o The National Under- 
writer Co., 175 W. Jackson Bivd., Chicago 4, III. 








STATE MANAGER 
OPPORTUNITY WANTED IN INDIANA 
Experience in cll phases of field work, super- 
visory, General Agent, and Home Office training 
and supervision. Replies Confidential. Address 
Box W-27, c/o The National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Ill. 


LLOYDS CASUALTY 
UNDERWRITER — WANTED 
Important underwriting and produc.ion oppor- 
tunity with Nationally established organiza ion. 
Man capabe of assuming responsibility and using 
ing2n<ity in unierwriting and producing impor- 
tant casualty risks. Salary and profit sharing pan 
commensura‘e with ability. Write giving {111 de- 
tails. Address Box W-31, c o The Nationa! Under- 
writer Co., 175 W. Jackson B'vd., Chicago 4. Ill. 








CLAIM MANAGER 


Immediate Opening—a progressive midwestern 
multiple line company. Must be attorney with 
thorough background in handling a!l types of 
claims. Age 45-55. Submit resume to Box W-34, 
c/o The National Underwriter Co., 175 W. Jack- 
son Blvd., Chicago 4, Ill. 








BRANCH MANAGER WANTED 
OMAHA 


With proven sales experience, managerial abil- 
ity, multiple line background preferred. Excel- 
lent future potential with stock company known 
nationally for its rapid growth and competitive 
policies that you can be enthusiastic obout. 
Write in confidence. Box W-18, c/o The Notional 
bw ene Co., 175 W. Jackson Bivd., Chicago 
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(CONTINUED FROM PRECEDING -PAGE) 
those insured through agent-brokers 
reported they had picked their agent 
because they knew he represented 
specific companies with a good repu- 
tation. 

Further, only 12% of the group in- 
sured through agent-brokers raised 
questions concerning the company 
with which their insurance would be 
written. Rates were a major topic 
raised by this 12% of insured. Repu- 
tation of the company was also an 
important question—25% of those who 
initiated discussions about companies 
raised this consideration. This means 
roughly 3% of all those insured 
through agent-brokers were them- 
selves concerned with the reputation 
of the company with which their in- 
surance was being written. Questions 
about company reputation in these in- 
stances resulted in a favorable situa- 
tion for manual rate companies just 
as questions about rates favored the 
low-rate companies. In other words, 
if the consumer appeared to be inter- 
ested in company reputation, the 
agent-broker apparently found it 
easier to discuss a manual rate com- 
pany. 

It has also been pointed out that in 
about 24% of the contracts between 
insured and their agent-brokers, the 
agent-broker reportedly volunteered a 
discussion about the company with 
which he was writing the insurance. 
In half these cases, he talked about 
the reputation of the particular com- 
pany involved. Again these discus- 
sions of company reputation focused 
on manual rate companies rather than 
on other company types. 

Thus, about 15% of those insured 
through agent-brokers had their at- 
tention focused on company reputa- 
tion, either through their own interest 
in the subject or through the efforts 
of the agent-brokers. And, due to 
agent efforts, attention to reputation 
favored the manual rate companies. 

It may be that a substantial pro- 
portion of insured dealing with agent- 
brokers assume that they represent 
reliable companies and therefore the 


question of company reputation is not 
discussed more frequently. While this 
assumption may be valid, this study 
produeed no evidence to prove the 
point; none of insured who are doing 
business through the agent-broker 
stated they went to him because they 
knew he represented companies with 
good reputations. 

When the attitudes of insured with 
direct writers are considered, how- 
ever, the question of company repu- 
tation assumes perspective. In report- 
ing on their reasons for selecting a 
particular direct writer, about 19% of 
this group mentioned reputation of 
the company (or in the case of All- 
state the reputation of the parent com- 
pany) as a factor influencing their 
selection. 


It appears that only a very small 
proportion of those dealing with 
agent-brokers are concerned with 


company reputation. (Only 12% of the 
group are actively interested in any 
aspect of the company.) Thus, though 
the agent-brokers apparently consider 
it easier to sell manual rate companies 
on the basis of reputation, the conclu- 
sion must be drawn that to date the 
reputation of the manual rate compa- 
nies among the agent-broker frater- 
nity has not been transmitted to con- 
sumer thinking. Reputation of the 
member companies, therefore, cannot 
be considered a significant plus for 
the group in influencing consumers. 

On the other hand, the reputation 
enjoyed by the direct writers—partic- 
ularly those with low rates—appears 
to be considerable. It must be as- 
sumed that some of the recommenda- 
tions of low-rate companies by friends 
and neighbors deal with reputation so 
that the actual proportion who were 
influenced by the reputation of these 
direct writers is probably greater than 
the figures imply. 

From the standpoint of the consum- 
er, therefore, reputation appears to be 
a more active factor in the selection of 
a direct writer, primarily a low-rate 
company. Though more than half 
agent-brokers who discuss company 
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Here’s a TIP for good selling .. . the 
Tenants Insurance policy .. . just 
what apartment dwellers and other 
renters need. The Tenants contract 
is a broad, salable form—with cover- 
age for contents, personal property, 
additional living expense, CPL and 
medical payments. 


Remember, for Tenants policies—- 
for any coverage—call on A. F. 
Shaw for efficient and professional 
service. You’ll like the way Shaw 
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talk about reputation, usually favor- 
ing the manual rate companies, only 
24% of the agent-brokers reportedly 
explained the selection of the compa- 
ny at all. As in the case of service 
considerations, if greater proportions 
of the agent-brokers were to articu- 
late their attitudes about reputation 
to insured, the position of the manual 
rate companies would undoubtedly be 
enhanced, 
. . + 

The survey indicates that the role 
of the salesmen employed by direct 
writers is an extremely important one, 
particularly in disseminating informa- 
tion about the particular company. 
About one-third of the direct buyers 
reported that the salesman represent- 
ing the company was a major source 
of their information about the com- 
pany. In addition, though evidence of 
selling efforts on automobile insur- 
ance is considerably more limited than 
on life insurance, about 5% of all in- 
sured specifically recalled that they 
had been contacted by a salesman for 
a low-rate company. This is five times 
as many as recalled having been 
called on by a salesman for a non- 
stock company, the company type 
ranking second in this regard. 

In contrast, about 2% of insured 
reported they had been contacted by 
an agent-broker who was selling his 
own automobile insurance services 
rather than any particular company. 
Less than 1% recalled having been 
approached by an agent-broker who 
specifically discussed a manual rate 
company. 

. . . 

However, there is also evidence that 
the agent-broker uses his contact with 
the consumer, particularly those 
whose home fire insurance he has 
written, to sell automobile insurance. 
About 40% of homeowners who carry 
their automobile insurance through an 
agent-broker said he also handled 
some other form of insurance for 
them, principally home fire insurance. 
Since manual rate companies are at 
present the leading type written by 
agent-brokers, this effort on the part 
of agent-brokers probably favors the 
manual type companies. 

Consumer awareness of automobile 
insurance advertising is a result pri- 
marily of the advertising efforts of the 
low-rate companies. Though the con- 
sumer will rarely state that advertis- 
ing has been a direct influence in con- 
nection with any type of product or 
service, relationships between adver- 
tising expenditures and sales have 
clearly indicated that advertising 
awareness is an important factor in 
the position of a brand or company, 
On this basis, the conclusion must be 
drawn that the low-rate companies 
have benefited from their advertis- 
ing efforts. 

Specifically, 40% of insured report- 
ed they noted advertising for a low- 
rate company. This is roughly four 
times as many as recalled advertising 
for a non-stock company (10%) and 
eight times as many as remembered 
advertising for a manual rate compa- 
ny (5%). About 7% recalled having 
seen advertising for an agency as op- 
posed to a company. 

Usually, consumer studies reveal 
that the customers of a _ particular 
product tend to be aware of the adver- 
tising for that product more than non- 
customers and also more than for 
competing brands. In this instance, 
however, whereas insured with man- 
ual rate companies, non-stock compa- 
nies, etc., noted advertising for these 
company types more than the insured 
in total, all insured regardless of com- 
pany type reported awareness of low- 


rate company advertising by at least 
two to one. 

It may be that the advertising ef- 
forts of individual member companies, 
particularly along institutional lines, 
have not had the impact of the hard, 
specific price sell of the low-rate com- 
panies. Consideration might be given 
to joint advertising by the member 
companies, exploiting such themes as 
claims handling policies, the length of 
time they have been in business, ete, 
—in general attempting to create an 
aura of quality. 

Such joint advertising could also 
highlight the value of the agent- 
broker to insured in order, at least, to 
raise questions in the minds of con- 
sumers if indeed they are getting the 
same general service from direct writ- 
ers as offered by agencies. 

. . 

Word-of-mouth advertising is a po- 
tent factor in the selection of auto- 
mobile insurers, operating primarily 
in favor of companies other than the 
manual rate companies, For example, 
about one-fourth of direct buyers re- 
ported they had been influenced in 
their selection of a particular compa- 
ny by recommendations of friends, 
neighbors and relatives. Further, about 
one-third of those insured with direct 
writers said they obtained their infor- 
mation about the company from 
friends, neighbors or relatives. This 
would imply that insured with direct 
writers talk about their satisfaction 
with these companies, particularly the 
low rates, since almost 60% of the di- 
rect writers were classified as low 
rates. Apparently the combination of 
lower premiums and satisfactory serv- 
ice provides a ready topic of conver- 
sation. 

In contrast, when insured deals 
through an agent-broker, the word- 
of-mouth advertising usually relates 
to the particular agent-broker rather 
than to a particular insurer. Since the 
agent-broker writes the insurance 
with a manual rate company rather 
than another type in less than half the 
cases, according to the consumer find- 
ings, it follows that word-of-mouth is 
not contributing to the position of the 
manual rate companies. 


If the agent discussed the claims 
handling policies of member compa- 
nies, the reputation of these compa- 
nies, and other such features more 
often than he now reportedly does, 
perhaps some _ favorable word-of- 
mouth could be built up for member 
companies. 

The number of premium payments 
made per year is not a factor affecting 
either favorably or adversely the po- 
sition of any particular company type. 
About two-thirds of those insured 
with low-rate companies _ reported 
making two payments, while two- 
thirds of those insured with compa- 
nies using manual rates said they had 
made one payment. But of both these 
groups, 96% said they were complete- 
ly satisfied with the way they paid. 

Consumers did not volunteer any 
pertinent information on policy for- 
mat but the Allstate policy has been 
read to a somewhat greater extent 
than the policies of manual rate com- 
panies. Among those who read poli- 
cies, Allstate’s was found easy to fol- 
low by greater proportions than poli- 
cies issued by other companies, 

The variations, however, are not 
big. For example, 70% of all insured 
said they had read or looked through 
their policies—67% for manual rate 
companies, 81% for Allstate and 75% 
for all other low-rate companies com- 
bined. But only 3% of those who had 
read the Allstate policy and found it 
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easy to follow commented on the fact 
that it was illustrated. 

The agent-broker is in a key posi- 
tion materially to enhance the posi- 
tion of the member companies. There 
appears to be considerable room for 
improvement in relations between in- 
surers and their selling organization, 
the agency system. 

The agent-broker findings reveal 
that the majority of the group may 
not be as vitally concerned over the 
pureau companies’ position in the au- 
tomobile insurance market as are the 
companies themselves. This is un- 
doubtedly due to a number of reasons 
including the fact that many of the 
agent-brokers’ attitudes are based on 
local conditions reflecting situations 
where “business was never better” 
and the fact that a number of agents 
are representing lower rate and mu- 
tual companies as well as manual rate 
companies in order to strengthen their 
own competitive position. 

e . + 

The majority of agencies included 
in this study are well founded in 
terms of their years in business, fa- 
cilities, and financial position. As may 
be expected, the smaller agents are in 
a less favorable situation, and among 
this group there were a number that 
are of questionable representation on 
the basis of “know-how,” facilities and 
financial strength. 

In addition to a number of the 
smaller agencies that have relatively 
poor representation even though they 
are “established,” there are numerous 
other agents who are selling insurance 
without a place of business or as a 
“sideline” to a full-time job. 

Among the majority of agencies 
studied, auto insurance represented a 
significant proportion of their busi- 
ness, However, in general, the pro- 
portion of automobile insurance in- 
come to total tends to reduce as the 
size of the agency increases. 

Most agencies have experienced an 
increase in the number of auto ac- 
counts over the past five years. Only a 
few agencies, however, believed they 
were keeping pace with the growth 
of the market in their area. Most 
pointed out that while they were not 
losing much business to direct writers, 
they were not getting their share of 
the increase in new business in the 
area. 

The agencies represent several com- 
panies. Large agents in particular 
tend to represent four or more com- 
panies. In some states such as Cali- 
fornia and Washington it is not un- 
common for the agencies to represent 
five or more companies. There are 
humerous reasons for this, including 
the opportunity to place certain risks, 
the fear of a repeat of two previous 
occasions in former years when some 
companies refused business, and the 
hecessity of using mutuals and low- 
tate writers to strengthen their com- 
petitive position. 

The representation of mutual or be- 
low manual rate companies was found 
among 58% of the agencies studied 
and, in some states, as many as four 
out of five agents reported that they 
were selling these types of companies 
while representing bureau members. 
The practice of representing mutual 
or below manual rate companies is not 
confined to any one agency-size group, 
although 63% of the large agencies 
have these types of companies com- 
pared to 51% of the small agencies. 
About half of these agents are plac- 
ing 40% or more of their automobile 
Msurance with mutual or low-rate 
Companies. In some states, this is 
higher. For example, among the 35 
agencies contacted in Iowa and Mis- 

ouri, 24 agencies represent mutuals 


and low-rate companies; of the latter 
group, 14 agencies place over 60% of 
their automobile business with these 
companies. The situation is almost 
identical among the 32 agencies stud- 
ied in Michigan. 

It appears that the practice of rep- 
resenting and placing considerable 
business with low-rate companies will 
continue to spread unless the competi- 
tive situation and relevant marketing 
factors change in the immediate fu- 
ture. 

The agents are doing what they 
think is essential to protect their own 
business interests in a highly compet- 
itive market. 

In case after case the agent tended 
to use the commission rate as a meas- 
urement of classification differential 
between companies. The amount of 
commissions paid by some companies 
varied considerably from that of oth- 
ers and without a uniform relationship 
between commission and functions or 
services performed. 

The agents’ selling themes are large- 
ly those of general counsel and claim 
service. Frequently, the phrase “I 
work for the client, not the company” 
was expressed, whereas another group 
reported they sell the prestige and 
reputation of the companies they rep- 
resent. On the basis of the consumer 
findings, it appears agents are correct 
in using the service theme. However, 
the more important aspect of service 
appears to be claim handling. It is in- 
teresting to note that 33% of the agents 
reported discussing the prestige and 
reputation of the company, compared 
to 15% of the consumers who reported 
that they discussed reputation of the 
company with the agent-broker as a 
result of the agent bringing it up (12%) 
or because the customer inquired 
about the company (3%). 

The agencies consider that they of- 





FIRE UNDERWRITING MANAGER 


to head fire and inland marine department 
of large managing general agency just 
purchased by multiple line stock company. 
Established business and personnel -offers 
opportunity for advancement in supervision 
of underwriting and production contract 
work. Full company benefits of retirement 
income and insurance. Approx. 30 to 45 
desired with 5 to 10 years or more experi- 
ence. 
Contact R. F. Miller, Vice Pres. 

Trinity Universal Ins. Co. 

L. C. Dobbert general agency 

611 N. Broadway 

Milwaukee, Wis. 


fer infinitely better service than direct 
companies, particularly in the areas of 
general service such as counseling on 
coverage, claim handling, credit ex- 
tentions, etc. Undoubtedly the agents 
do a superior job in these service areas 
which have appeal to the type of cus- 
tomer that represents a significant pro- 
portion of the agent-broker business. 
However, the degree that the agent- 
broker carries out these services for 
the majority of his customers could 
not be determined from the trade 


study. On the other hand, the consum- 
er study clearly indicates that the vast 
majority of customers of agent-brokers 
are satisfied with the service. The 
consumer study also shows, however, 
that about the same proportion, over 
90%, of the customers dealing direct 
are also satisfied with the service they 
receive. 

This is particularly important when 
it is noted that the customers dealing 
direct or with an agent-broker tend 

(CONTINUED ON NEXT PAGE) 











NOTICE 
Unaware shortage of executives, present 
employers making one available. 

12 years production and agency man- 
agement. Thorough knowledge all lines and 
markets. Capable, personable, honest and 
loyal. College graduate, C.P.C.U. and stiil 
learning. Worth $35,000, would like $25,000. 
Will take $15. 

Don't contact if new produciion would 
flounder staff. In that case, you need man- 
ager. Might consider. Old enough for son 
of 9. Wise enough not to argue the point. 
Humble enough to place all trust in God. 
Address Box W-41, c/o The National 
Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 








FIELDMEN WANTED 
Challenging opening for two ambitious, 
successful young men with insurance back- 
ground and proven sales ability to service 
Northern Illinois and Kansas City field 
area. Your association will be with an out- 
standing stock company with a unicue suc- 
cess story. Excellent future potential. Send 
full confidential resume to The National 


Underwriter Co., Box W-39, 175 W. Jack- 








son Blvd., Chicago 4, Ill. 


WANT ADS 








to make payment in advance. 


Rates—$20 per inch per insertion—1 inch minimum—sold in units of half-inches. Limit—40 words per 
inch. Deadline 5 P. M. Friday in Chicago office—175 W. Jackson Bivd. Individuals placing ads are requested 
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We need an ambitious man with an Engi- 
neering background—able to do fire rate 
work, helpful if he can do appraisals—will 
be used for these purposes and will be 
broken in as an accounts man to handle 
all lines. Prefer a college graduate under 
35. We have group insurance and a pen- 
sion plan. 


La Salle, with Peru adjoining and Oglesby 
near, is a pleasant and fine place to live, 
area population is about 30,000. Particu- 
larly, it is a place that parents would 
choose to raise their children. Drive to 
work in under 10 minutes. Get to know 
many fine people and be known. Salary 
is open. 

There are 22 churches, public and paro- 
chial grade and high schools, and a junior 
college in the community. 


Contact Emory B. Ross 
The Duncan Insurance Office 
La Salle, Illinois 








CASUALTY UNDERWRITER 


Wanted—Young man to head casualty under- 
writing section of fast growing multiple line 
Wisconsin mutual. Must have general liability 
and auto experience and be capable of making 
rate filings. Company is rated A-plus, is lo- 
cated in ideal city of 40,000. Employees get al! 
benefits. An excel!ent opportunity. Salary open. 
Write Box W-I5, c/o The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Ill. 








CASUALTY UNDERWRITER 


Excellent opportunity for college graduate age 
32 or under with general casualty underwriting 
experience needed for servicing agency ac- 
counts. Large Midwestern city. Submit resume 
to Box W-20, c/o The National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Illinois. 


ATTORNEY 
Excellent Opportunity 
To succeed presently retiring Gen- 
eral Counsel for medium-sized insur- 
ance company in Chicago. Prefer 
man 30 to 45 with sufficient insur- 
ance background to handle rela- 
tions with State Insurance Depart- 
ments. Address application to Box 
W-37, c/o The National Under- 
writer Co., 175 W. Jackson Blvd., 
Chicago 4, Ill., giving complete 
personal and business details. Re- 
plies will be held in strict confidence. 








CROP— INSURANCE 
REGIONAL FIELD MAN 


For Dakotas and Minnesota. Good starting 
salary, Bonus, Company Car and Expense Ac- 
count. Give full details as to Age, Experience 
ond past salary. Address Box W-28, c/o The 
National Underwriter Co., 175 W. Jackson Bivd., 
Chicago 4, Ill. 








FIELD REPRESENTATIVE 


for Michigan. Rapidly growing, Multiple Line 
Stock Agency Company with outstanding reputa- 
tion has an opportunity for an aggressive, en- 
thusiastic experienced man interested in his 
future growth. Top benefits. Write in full to 
Box W-40, c/o The National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Ill. 











CLAIM EXAMINER 
New York home office. Automobile and 
General Liability experience. Salary open. 
Send résumé of experience to: Box W-32, 
c/o The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill. 








DESIRES CONNECTION 


Large management and General Agency conw 
pany desires connection with a company writing 
Casualty, Long-Haul or Aviation Insurance in 
Indiana. Write Box W-29, c/o The National 
Underwriter Co., 175 W. Jackson Blvd., Chicago 
4, Mlinois. 


WANTED—BRANCH MANAGER 
OR COMPARABLE POSITION 


12 years’ underwriting and field experience 
primarily casualty—married—age 35—will relo- 
cate. Write Box W-33, c/o The National Under- 
writer Co., 175 W. Jackson Bivd., Chicago 4, III. 








STATE MANAGER 
OPPORTUNITY WANTED IN INDIANA 


Experience in cll phases of field work, super- 
visory, General Agent, and Home Office training 
and supervisien. Replies Confidential. Address 
Box W-27, c/o The National Underwriter Co., 
175 W. Jackson Bivd., Chicago 4, Ill. 


LLOYDS CASUALTY 
UNDERWRITER — WANTED 
Important underwriting and produc.ion oppor- 
tunity with Nationally established organiza-ion. 
Man capabe of assuming responsibility and using 
ingenvity in unterwriting and producing impor- 
tant casualty risks. Salary and profit sharing pan 
commensura‘e with ability. Write giving {111 de- 
tails. Address Box W-31, c o The Nationa! Under- 
writer Co., 175 W. Jackson B'vd., Chicago 4. Il. 








CLAIM MANAGER 


Immediate Opening—a progressive midwestern 
multiple line company. Must be attorney with 
thorough background in handling all types of 
claims. Age 45-55. Submit resume to Box W-34, 
c/o The National Underwriter Co., 175 W. Jack- 
son Blvd., Chicago 4, Ill. 








BRANCH MANAGER WANTED 
OMAHA 


With proven sales experience, managerial abil- 
ity, multiple line background preferred. Excel- 
lent future potential with stock company known 
nationally for its rapid growth and competitive 
policies that you can be enthusiastic obout. 
Write in confidence. Box W-18, c/o The National 
any Co., 175 W. Jackson Bivd., Chicago 
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to base their evaluation of service on 
the speed and fairness of claim han- 
dling more than they do on the basis 
cf other extra services that are of- 
fered by agent-brokers. 

A substantial proportion of the 
agencies deal primarily with the up- 
per middle and higher income groups 
(over $6,000 annual incomes). The in- 
terest of many agent-brokers in fam- 
ilies under $6,000 a year income is 
limited, particularly with respect to 
selling manual rate companies. This 
finding is particularly important in 
the light of the fact that approxi- 
mately 70% of car owning families 
have incomes under $6,000 a year. 

Bureau members that wish to im- 
prove their position in the bulk of the 
car-owning market might make added 
effort to reach families in the under 
$6,000 bracket. In this group are liter- 
ally millions who are good risks and 
families who will some day become 
more important business and property 
owners and leaders in the community. 

Renewals represent the primary 
source of income to the agents. Refer- 
als from acquaintances and customs 
are the next most important source 
of business. Renewals and referrals ac- 
count for almost 100% of the income 
of one in five of the agencies studied. 

General prospecting such as general 
contacting in civic, business and social 
affairs were the third most important 
source of income according to the ma- 
jority of the agencies. Of lesser impor- 
tance is local advertising, working 
with banks, auto dealers, etc., accord- 
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ing to the smaller proportion of agents 
who reportedly use these methods of 
getting business. 

Soliciting automobile business 
through cold calls or leads is not util- 
ized to any significant extent by the 
vast majority of agents. A number of 
agents pointed out that they were 
generally too busy servicing existing 
accounts and working on commercial 
prospects to spend time soliciting in- 
dividual customers and automobile in- 
surance in particular. This declaration 
by the majority of agencies is readily 
understandable when it is noted that 
45% of the 239 agencies are one-man 
operations. Even among the medium 
size agencies, the available “selling” 
time appears limited as approximate- 
ly half of these agents are one-man 
operations plus clerical help. The large 
agents were found to have more per- 
sonnel; however, even among this 
group, 11% are one-man operations 
plus clerical help and another 27% 
have two men. With few exceptions 
the medium and the large agencies 
with two men are a family business 
with one older member operating 
at less than full efficiency. Even a 
number of the medium and large 
agents said they were either too busy 
handling existing business or so satis- 
fied with their present business that 
little, if any, sales solicitation was 
made. In fact, the solicitation of pri- 
vate accounts and particularly auto- 
mobile business was found to be gen- 
erally limited in all but a few of the 
239 agents included in this study. 

a . . 

In addition, the vast majority of 
medium and large size agencies are 
not interested in hiring “selling” per- 
sonnel. Competition is aggressively so- 
liciting business and in some instances 
on a door-to-door basis whereas bu- 
reau companies are receiving little if 
any of this type of selling effort from 
the preponderant majority of agencies 
studied. However, the agent’s reluc- 
tance to hire personnel is based on 
past bad experiences in some instanc- 
es, satisfaction with present income 
in others, and the fact that the low- 
rate salesman has a strong talking 
point of saving the prospect 20 to 
40%. Sales solicitation, cold calls and 
door-to-door selling is unpleasant to 
many in the selling field, and it can 
be even more so where the “product” 
is intangible and where there is a 
price disadvantage. 

Agents’ new and renewal policy- 
writing activity was rather wide- 
spread among large agencies and more 
particularly among the medium size 
agencies located in the middle and 
smalier size communities. While the 
majority of large agents write policies 
for several companies, the smaller 
agencies generally perform this serv- 
ice for one company. The agents were 
somewhat divided in their attitudes 
toward policywriting with concern 
over the clerical time required by 
those who are opposed to the idea. 

Claim handling is presently being 
carried out by approximately three- 
fourths of the agents included in this 
study. The activity in claim handling 
is genevally limited to small claims 
such as broken glass and minor body 
repair and where there is little aues- 
tion as to the validity of the claim. 
More of the larger agencies are in- 
volved in claim handling. However, 
two of three of the small agents han- 
dle claims of up to $100 in most cases. 

Since service was related more to 
fast and fair claim handling than any 
other factor, this may be one area 
where bureau members can further 
improve their position, particularly 
through expanding claim-handling ac- 


tivity through the agent-broker. Ap- 
proximately 50% of the auto owners 
have had claim experience to judge by 
and accidents and _ settlements are 
subject to widespread word-of-mouth 
broadcasting. 

The majority of agents placed con- 
siderably greater value on their serv- 
ices than they realistically believe the 
average auto owner does when he 
considers the cost differential between 
bureau rates and low-rate writers. 
While the majority of agents believe 
the differential between bureau rates 
and major competition is too great, 
there was no unanimity of opinion as 
to the percentage difference that 
would constitute “value” in the minds 
of the average car owner. However, 
on the basis of the various opinions 
obtained from the agents and an ap- 
praisal of other findings it would ap- 
pear that a difference of 10 to 15% 
would be more readily accepted as 
“value” by the average car owner. 
The upper income people may be more 
service-conscious and already a satis- 
fied customer of the agent-broker. 
However, the rising costs of insurance, 
information about low-rate writers 
and other factors may influence an 
important proportion of current cus- 
tomers to shift to lower rate writers 
over the next few years, if the present 
differential in premiums is main- 
tained and other marketing factors re- 
main unchanged. 

A sizeable proportion of the agents 
opine that the bureau and its member 
companies have not been progressive 
in their automobile insurance opera- 
tion regarding pricing and other mar- 
keting factors with the result that the 
stock companies have allowed the di- 
rect and low-rate companies to gain 
predominance in the field. There is 
also a distinct feeling among a number 
of agencies that the bureau and their 
member companies do not fully un- 
derstand the agents’ problems and 
particularly in those areas where the 
competitive situation is very acute. 
The companies’ procedures, business 
forms, clerical errors and incompetent 
clerical personnel were also subject to 
strong criticism by a number of 
agents. 

The preponderant majority of the 
agents are in favor of a continuous 
policy for automobile insurance. How- 
ever, if the company were to bill di- 
rect, this majority would decline to 
about 52%. 

In the light of the competitive situ- 
ation and the evidence, it seems that 
important changes must be made. If 
one of these involves smaller premium 
differentials, costs of doing business 
must be reduced in several areas. 

Undoubtedly the changes that must 
be made will require joint support 
and concessions on the part of compa- 
nies and agent-brokers. If this spirit 
prevails, companies and _ producers 
might readily get together on contin- 
uous policies and save money. The 
agent should be assured his relation- 
ships with his customers will not be 
jeopardized but that continuous poli- 
cies with direct billing are in the best 
interests of consumer, agent and com- 
pany. 

The majority of agents are not in 
favor of a combination type of policy 
for automobile and homeowner pri- 
marily because of the fairly stable 
coverage of one and the more fre- 
quent changes in automobile coverage. 
Larger agents were more favorable 
than small agents. Furthermore, the 
more astute and progressive agents, 
regardless of size, generally favored 
this combination. 

One agent stated that combination 
policies “could render full service and 


_—_ 


Void Withdrawal of 
Ky. Rate-Tax Order 


(CONTINUED FROM PAGE 1) 
made a filing with the commissioner 
which not only continued the practice 
of charging for the tax and loading, but 
also provided for showing ‘the provis- 
ion for municipal tax’ separate from 
the actual premium. That filing has 
not been withdrawn, and until further 
notice you should, as stated, follow the 
instructions in bulletins issued by this 
bureau.” 





at the same time cushion risk. In five 
years, 50% of the business will be 
done on a combined plan. If we don’t 
do it the direct writers will, so why 
not beat them to it? It will also help 
us get rid of incompetent agents who 
don’t know how to sell this complex 
deal.” 

It appears that the outlook for mem- 
ber firms in automobile insurance is 
one of declining volume unless impor- 
tant marketing factors change in the 
immediate future. In the light of this 
situation, some members might con- 
clude that it would be best to discon- 
tinue auto insurance. It is important to 
recognize, however, that this type of 
insurance, for most members, is impor- 
tant to many agent-brokers and to 
discontinue it would be shortsighted 
and unwise in light of its importance 
to other lines of insurance. The com- 
petitive disadvantage is going to be 
extremely difficult to overcome. 

Drastic action may be necessary for 
some members, including merger or 
small group consolidation, to get a 
competitive and profitable auto insur- 
ance operation. 

Among suggestions are: 

Develop a more competitive, mar- 
ketable and easily understood product. 

Market this product at a price that 
can be sold by the average agent as 
a “value” to the average car owner. 

Reappraise methods of figuring rates 
and classifications to make them more 
attractive to the safe driver and better 
risks and at the same time offer the op- 
portunity to accept other risks from 
auto insured at a profit. 

Study every aspect of cost and daily 
operation including clerical expense, 
derentralization, continuous policies, 
fast settlement of collision and com- 
prehensive claims, ete. Acquisition 
costs should be reexamined including 
variations in commissions to agents for 
performing the same services. Bureau 
companies cannot continue “to do busi- 
ness from the same stand in the same 
way” and expect to strengthen their 
position and that of the agent-broker 
as long as direct writers have today’s 
advantages that are operating in their 
favor. 

Get back the support of agent- 
brokers by giving them a more saleable 
product at a price that represents 
“value” to the average car owner, and 
getting them properly to represent 
manual companies. Undoubtedly it will 
be necessary to get new agents in some 
areas in some communities. Perhaps 
members could set up a plan to pro- 
vide new agents financial assistance 
during their growing and developing 
stage. 

A forceful advertising program 
should be directed at educating the 
public on the “value” of doing business 
through the agent-broker, and on the 
value of fast and fair claim handling. 


F.&D. on Big Cal. Bond 

Fidelity & Deposit Co. is surety on 
a $5,748,845 contract awarded by Cal- 
fornia department of public works to 
Guy F. Atkinson Co., South San Fran- 
cisco, for grading and surfacing of an 
eight-lane road on the San Diego free- 
way in Los Angeles and Culver City. 
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Faster Repair Service with Radio-Dispatched Vehicles 





Satisfied clients? Of course! Now . . . in a matter of minutes—or even seconds, our 
trucks or cars can be on their way to “The scene of the claim” with the help of two-way 
radio! This makes it possible, also, to have a surveyor minutes away from any part of 


the city. 


Because of this prompt, efficient service to your assureds, coverage renewal is made 





much easier . . . and it helps you sell other lines too! Next time you have a glass replace- | 





ment problem . . . Call American! 


Phone MOhawk 4-1100 | 


Members of the | Normand Beris, President 


Chicago Association 
of commerce 


CS caarcimgthiles Can 


1030-42 NORTH BRANCH STREET: CHICAGO 





‘Recognition Merited by Our Service’’ 








Whatever your client wants— 
whether it’s Life or A & S protection, 
Individual or Group... 


NEW YORK LIFE HAS IT! 















REW NYLIC 
COVERAGE PLANS 


Family Life Insurance Policy—protects the 
whole family in one policy for one premium. 
Lifetime Hospital Expense Policies—guaran- 
teed renewable—premiums may be changed on 
a class basis only. 

Employee Protection Plans—Life, A & S, and 
Hospital coverage for firms with as few as 5 
employees (EPP weekly indemnity A & S cov- 





erage not available in states having disability 
statutes). 


... plus New Nylic Merchandising Plans—to 
help you place more business: 


Check-O-Matic® — special pre-authorized bank 
check premium payment plan. 


Nyl-A-Plan—the modern salary allotment plan. 





... plus a complete line of modern, low-cost life insurance plans, many of them to 500% mortality, 
with attractive commission arrangements. 


e Income Security—10 to 50 
years decreasing term 
insurance. 


e Family Income and Mortgage 


Protection Riders—20 Years 
and to Age 65. 

e Ten- and Twenty-Year Term 
Riders. 

e Five-Year Renewable and 
Convertible Term (Minimum 
$5,000). 

e Mortgage Protection Term 
(Minimum $5,000). 

e Modified 10-Year Term— 
Whole Life 
(Minimum $10,000). 

e 2, 3, 4 and 5-Year Term— 
Whole Life 
(Minimum $10,000). 


e Whole Life with Family 
Protection Benefit 
(Minimum $10,000). 

e Whole Life with Seven-Year 
Double Protection (Minimum 
$10,000). 

e Double Protection to Age 65 

(Minimum $2,000). 

Whole Life (Minimum 

$10,000) Issued Ages 0-70 

except in New York .. . not 

issued prior to Age 10. 

e Life Modified Three 
(Minimum $5,000). 

e Limited Pay Life—10, 15, 20 
and 30-years and to Age 60, 
65 or 85. 

e 20-Pay Endowment at Age 65. 

e Endowments— 10, 15, 20, 25, 30 
and Endowments at 60 and 65. 


Retirement Income 
Endowment at 60 and 65. 
Annual Premium 

Retirement Annuity. 

Single Premium Life 

and Endowments. 

Single Premium Annuities. 
Juvenile Plans—including 
Estate Builder (Insurance 
Builder in New York). 

All forms of Group Coverages 
—including group annuities, 
group creditorsand paid-up life. 
Personal Accident and 
Sickness Coverages, including 
Major Medical and Individual 
and Family Hospital Expense. 
Pension Trust and Profit- 
Sharing Plans with 16 new 
plans of insurance and 
annuities available. 


Many of the above Life Plans available on a non-medical basis — up to $15,000 through Age 30 
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Brokerage Division 


ql New York Life 


‘nxew* Insurance Company 





“Eager 
to serve” 





